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Your Friend {Jin Any WEATHER... 


During 1952 Benefits Were Paid To 
Just Under 100,000 Policyowners 


All of us, no matter where we are or how fortunate we may be, experie 
ence both good weather and bad. When we are in good health all is well, 
but everything looks bad when inevitable sickness or accident occur... 
and that’s when B.M.A. becomes your friend, Last year, for example, 
99,679 policyowners and beneficiaries received benefit payments. 

This means that ONE out of every SIX persons who placed their confi- 
dence in B. M.A. needed and received benefits. 

Despite the natural elation we feel because of our continuous record of 
Progress, our greatest satisfaction comes from the increased number of 
people we are privileged to serve with all forms of Life, Accident and Health, 


Hospitalization and Group Insurance, 


President Chormen 


December 31, 1952 
Condensed Financial Statement 


ASSETS 


Cer BL December 39 
1951 


U. S. Government and Other Bonds. $ s0.200.19091 $ 32,854,919.5% 
First Mortgage Loans... 57,279,871.14 = 52,539.117.70 
: 1,489,656.00 1,434,168.00 

606,351.38 638,680.49 

3,125,126.46 2,613,140.69 

5,928,524.47 5,388,245.02 

Interest and Rents Due and 647,215.97 571.52h.9 
Premiums in Course of Collection 3,630,653.45 3,237,336.12 


TOTAL. $109,966,533.78 


RESERVES AND SURPLUS 
Reserve to Guarantee Policy Obligations... $ 88,209,138.81 $ 80.748,867.15 
Reserve for Taxes . aoe 930,792.06 811,123.35 
Reserve for Seale and Interest Paid ii .  3,664,989.39 3,627,888.91 
Reserve for Miscellaneous Obligations _. ceweeeeee «1,696, 160.66 1,255.838.53 
Additional Reserve for Investment Huctuation 
and Strengthening Policy Reserves .............._ _ 6,000,000.00 4,750,000.00 





TOTAL oo cnnnnennemnenne ---$100,501,080.92....§ 91,193,717.94 
Capital Stock .$4,000,000.00 
Unassigned Surplus ... . 5,465,452.86 

Total Surplus for Protect- 

tion of Policyowners . 9,465,452.86 8,083,411.58 


TOTAL... $109,966,533.78 $ 99,277.129.52 


What Does The B.M.A. Beacon Say? 


Green...FAIR Orange Flashing...RAIN 
Orange...CLOUDY White Flashing... SNOW 


A Continuous Record of Progress Since 1909 me = The lights run up the tower for warmer... 
down the tower for colder and steady means 


Accident Payments to no change. 


and Health Policyowners and 

Life Insurance Premium Surplus to Beneficiaries Since ‘ 
Year in Force Income Total Income Assets Policyowners Organization ® e@ @ 
1909 $ Mone $ 9,197.70 $ 9,211.05 $ 5,687.79 § 2,479.29$ 722.46 
1919 Mone 1,213,336.39 1,234,325.45 654,673.66 340,686.71 2,302,315.23 OFFICES IN gg oo 
1929 87,041,307.00 4,024,980.49 6,408,320.24 6,564,460.63 1,181,848.61 20,559,573.10 PRINCIPAL up ace “age 
1939 121,240,431.00 1,976,250.96 6,512,010.38 19,839,703.62 1,808,940.92 45,187,833.42 SO SUSE: Che Eaionst © 
1951 541,097,995.00 13,292,107.07 31,475,638.44 99,277,129.52 8,083,411.58 125,186,679.95 Columbia, Hawaii and Guam 
1952 629,313,673.00 15,020,854.60 36,142,889.55 109,966,533.78 9,465,452.86 139,387,367.67 


BUSINESS MEN'S ASSURANCE Company of Umerica 


8 M A BUILOING e UNION STATION PLAZA KANSAS cirTy 4), MISSOURI! 
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Nighlighh of 1952 


Record Set for New Life Insurance id 
*28% greater than 1951. bes | h 


*By a wide margin, more than the largest previous year in the Company’s history. 





*Insurance in force increased to $273,473,853. Li 


Increase in Average Policy Size 


*Quality service to clients is indicated by the continued increase in size of new 
policies and in size of policies in force. 
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*Average new policy $9,135—an increase of 13°) over 1951. 7 
*Average policy in force, $5,941. ess 
*9 out of 10 buyers during the year purchased insurance for an amount of $5.000 
or more. fro’ 
mal 
Our Greatest Year par 
eti 
The year 1952—our 45th year—was marked by the outstanding accomplishments | pos 
of our Field Organization. The record volume of new insurance and the quality of | OpE 
service they rendered to our policyholders is a tribute to all Field Men in the nov 
Company. They have done their job well—we are proud of them. mal 
sor 
the 
sho 
M ENT ous 
45th ANNUAL STA? | , 
age 
December 31, 1952 = 
| is s 
fro 
I 
ane ae act 
ASSETS LIABILITIES on 
Bonps: INSURANCE AND ANNUITY nee 
U.S. Government . . $19,031,964.99 25.1% RESERVES Se $66,095,471.00 : of 
CANADIAN GOVERNMENT . 308,969.84 A Fonds omen tear ‘aie i pos 
Srate, CounTY AND ; benefits as they mature. -” bee 
MUNICIPAL. ..... 309,185.34 A CLaImM RESERVE. Ac? eo Oereee rare 236,975.29 | sta 
Urmity .. .. .. . . 11,396,393.33 15.1 ee ee | ma 
RawRoap . . . 2... 303,539.35 4 Prepaip PREmiuMs AND INTEREST. .  1,818,667.00 | ee 
INDUSTRIAL. . . . . . 511,670.37 : Poricy DivipENDs PayaBLe IN 1953 846,503.02 oe 
Torat Bonps. . . . . . $31,861,723.22 42.1% Accruep Taxes Payasie iy 1953... 241,500.00 yes 
PREFERRED 4ND_ ConTINGENCY RESERVES th 
GuaRANTEED Stocks. . .  1,357,675.00 1.8 Requirep By Law... . . 141,711.00 bs 
Common Stocks... .. . 148,031.00 2 Aut Orner LiaBILITIES . . . . 202,324.81 aa 
First Mortcace Loans . . 34,991,117.45 46.2 TOTAL LIABILITIES, EXCEPT CAPITAL $69,583, 152.12 ol 
Home OFFICE PROPERTY . . 660,072.57 9 Capitan Stock. . . $ 637,530.00 “a 
LreNs SECURED BY Vene ieee. 
Poricy Reserves. . . . 4,945,198.88 6.5 ‘saa a 1,025,000.00 en 
Casu 1N BANKS AND SurpPius 4.476.714.72 9,244.72 
ee 1.758.578.7223 URPLUS. . . . . . . 4,476,714.7. — 14.72 are 
= TOTAL $75,722,396.84 ces: 
TOTAL $75,722,396.84 100.0% ! - 
' “gi 
bef 
CONTINENTAL AMERICAN LIFE INSURANCE COMPANY lon 
WILMINGTON, DELAWARE als 
cos 
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Proselyting at 
Record High, 
Reports Indicate 


More Agencies Raid Rivals; 
Manpower Shortage, Lush 
Market Are Main Factors 


Like assets, new business, and insur- 
ance in force, proselyting also appears 
to be at a new high. Inquiries reveal 
that it is more widespread than any- 
body can remember having observed 
in previous years. 

The noticeable development is not 
so much the intensification of the proc- 
ess among companies already doing it 
but rather the spread of the practice 
among companies that had previously 
frowned on it to the extent that their 
managers and general agents did com- 
paratively little raiding of their com- 
petitors’ melon patches. None of the 
executives or agency heads who have 
opposed proselyting like it any better 
now than they did. Retaliation against 
manpower raiders is responsible for 
some of the new activity but mainly 
the cause is a combination of an acute 
shortage of good recruits and a marvel- 
ous market for life insurance. 

“If we had double the number of 
agents, we’d have double the produc- 
tion,” said one man. The temptation 
is strong to reach out and get a man 
from any source that may be available. 

From a defensive point of view, the 
actual loss of men is greatly aggra- 
vated by the time and effort that is 
needed to hold agents against the lure 
of the proselyter. Nearly always it is 
possible to hold the agent who has 
been approached but the job is a con- 
stant headache for his general agent or 
manager and frequently the home of- 
fice has to get into the act, too. 

Most vulnerable are big producers 
who are young enough to have many 
years of high production ahead of 
them. Not only have they a long 
“business life expectancy” but they 
are at an age—late 20s and early 30s— 
when they are quite impressionable 
and are beginning to appraise their 
own potentials, frequently building up 
pretty expansive ideas of where they 
are headed. Older men, just as suc- 
cessful, are inclined to be more con- 
servative in outlook. They look for the 
“gimmick” in the deal that is dangled 
before them. The older man, usually 
longer established in the business, may 
also have a renewal account that would 
cost him more if he switched than 
would the newer agent’s. 


Columbus Congress 


Speakers and their topics at the sales 
congress of Columbus (O.) Assn. of 
Life Underwriters were James E. 
Krause, assistant manager of Metro- 
Politan, Cincinnati, “This I Believe”; 
William C. Gentry, manager of New 
England Mutual, Chicago, “Three Feet 
to Success”, and Glenn Drake, Osceola, 
N. Y., “As Others See Us”. 


First Day Card Set 
for L.I.A.M.A. Small 
Companies Parley 


The program has been set for the 
first day of L.I.A.M.A.’s small com- 
panies conference, to be held March 
16-18 at the Edgewater Beach hotel, 
Chicago. 

Spencer R. Keare, executive vice- 
president of Federal Life, chairman 
of the small companies conference, will 
preside and will open the conference 
with a report of the group’s activities. 
Grant L. Hill, vice-president and di- 
rector of agencies of Northwestern Mu- 
tual Life, president of L.I.A.M.A., and 
other board members will be presented. 

T. A. Sick, president of Security Mu- 
tual of Nebraska, will give the key- 
note, talking on “Building For the Fu- 
ture.” Presiding that afternoon will be 
Travis T. Wallace, president of Great 
American Reserve. Charles H. Heyl, 
agency vice-president of Bankers Life 
of Nebraska, will discuss reporting, 
records and other supervisory tools de- 
veloped for use of agency executives. 


e ® * 

The first panel will center around 
the problem of “Developing New Man- 
agers,” with H. E. Lumsden, assistant 
general manager, Northern of Canada, 
as leader. Four of the companies which 
have adapted individual approaches to 
this subject will be represented to dis- 
cuss their specific company programs. 
Participating wili be G. Frank Cle- 
ment, vice-president in charge of 
agencies, Shenandoah; William D. Hal- 
ler, executive vice-president, United 
L. & A.; Francis L. Merritt, vice-pres- 
ident, and director of agencies, Central 
of Iowa; Clarence J. Skelton, vice- 
president and director of agencies, Re- 
public National. 

An informal reception and the Good 
Fellowship dinner are also on the Mon- 
day program. Details of the Tuesday 
and Wednesday sessions will be an- 
nounced later. 
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Sammons Offer to 
Buy New World 


Stock Is Opposed 


An offer of $31 share for the capital 
stock of New World Life has been 
made by Charles A. Sammons, presi- 
dent of Reserve Life of Dallas. The 
stock has a par value of $10 per share. 
Mr. Sammons controls several life 
companies, including Pyramid Life of 
Kansas City, George Washington Life 
of West Virginia and Professional Ins. 
Co. of Florida. 


In a personal letter to stockholders, 
John J. Cadigan, chairman, and for 
many years company president, stated 
that he is depositing his stock with 
Old National Bank of Spokane in order 
to take advantage of the offer. As soon 
as 51% of outstanding stock or 56,800 
shares are deposited with the bank, 
payment will be made to stockholders. 
The offer will remain open for 30 days 
from Feb. 23. 

New World Life insurance in force 
has more than doubled in the last 
10 years, jumping from $47,719,000 to 
$120,070,000 at the end of 1952. New 
business last year reached $14,701,092. 
Assets increased $1,770,772 to a total 
of $27,669,369. 

_ o € 

The Cadigan letter was immediately 
followed by one sent out to all stock- 
holders by Roy L. McGinnis, president; 
Roscoe C. Burton, vice-president-sec- 
retary-actuary; Edw. J. O’Shea, vice- 
president-treasurer, and John J. Car- 
mody, vice-president-general counsel, 
all also directors of the company, urg- 
ing caution in acceptance of this offer. 

It emphasizes that Mr. Cadigan’s let- 
ter was written on his sole responsibil- 
ity, was not submitted to the directors 
and does not represent a recommenda- 

(CONTINUED ON PAGE 20) 








late news flashes 
F. B. Betts Made Security L.&A. Executive V.-P. 


F. Burr Betts, vice-president and treasurer of Security L.&A. for many 
years, has been elected executive vice-president and treasurer. Other promo- 
tions include Ralph K. Dunn, assistant secretary, to vice-president; W. C. 
Neu, secretary, to the securities committee, and Robert E. Warren, vice-presi- 


dent, a director. 


Hancock Revises L. A. General Agency Setup 


John Hancock Mutual Life has made several general agency changes in the 
Los Angeles area. The partnership of Harold G. Saul and Edwin R. Joos at Los 
Angeles is being dissolved. Mr. Saul will retire, and Mr. Joos will open a 
new general agency at San Diego. Charles L. J. Fee, who opened a general 
agency at Los Angeles in 1947, will have an enlarged operation, including 
a part of the business of the former Saul & Joos agency. Ray J. Havert has 
been appointed general agent of a new Los Angeles general agency formed 
from a part of the former Saul & Joos agency. He has been assistant general 


agent at Rochester. 


e Mutual Trust Life has selected the Lester I. Lester agency at New York City 
as general agent winner of the Edwin A. Olson Achievement Trophy for 1953. 
Trophy winner among agents is Howard Katzen of the Bergen-Eiber agency 


at Brooklyn. 


e A proposal to increase authorized capital stock of Jefferson National Life 
from $300,000 to $500,000 will be presented at the annual meeting, scheduled 


for March 25 at Indianapolis. 


Additional Late News on Page 20 


WY. State Managers 


Dig for Answers on 
Luring Collegians 


Failure of Business to Get 
Its Share of Graduates 
Causing Concern 


By ROBERT B. MITCHELL 


SARATOGA SPRINGS, N. Y.—How 
can the life insurance business recruit 
from the colleges the new agents it 
needs to stop the steady decline in 
number of full-time agents? 

This question evoked most of the dis- 
cussion at the annual managerial con- 
ference of the New York State Assn. of 
Life Underwriters. It was posed by 
Ralph G. Engelsman, sales consultant 
in New York City and until recently 
general agent there for Penn Mutual. 
He is particularly concerned arout the 
problem of taking the usually imma- 
ture college man and developing him 
to the point where he has sufficient 
knowledge and impressiveness to have 
a chance of making a success of selling 
‘nsurance. 

The entire two-day conference was 
on the problem of making the life in- 
surance sales career more attractive. 
Besides Mr. Engelsman the speakers 
included B. N. Woodson, managing di- 
rector of National Assn. of Life Under- 
writers; Davis W. Gregg. dean of the 
American College: Kenneth L. Ander- 
son, vice-president of Union Mutual 
Life; and Vincent B. Coffin. senior 
vice-president of Connecticut Mutual. 

Their talks are reported elsewhere 
in this issue, except for Mr. Woodson’s. 
His will appear next week. 

“We know that ours is an attractive 
business,” said Mr. Engelsman, “but all 
too often what we, as seasoned life in- 
surance men, find stimulating may 
have little appeal to young men about 
to choose a career. There’s a most at- 
tractive group of young college men 
coming up but we are not getting our 
share.” 

From conversations with some of 
these fellows Mr. Engelsman got the 
impression that “going out and selling 
is a pretty scary thing to a young man 
who has absolutely no experience ex- 
cept his schooling.” “Maybe that’s the 
clue,” he said. “Maybe these nien just 
don’t want to sell right away. Maybe 
they shouldn’t sell right away. I feel 
that the first strike we have against us 
is that we recruit young men into the 
business to sell. Our competitors re- 
cruit to bring them into their business. 

“We tell them, ‘Come in. We will 
train you to sell and if you do well 
there’s a fortune ahead of you. (We 
often exaggerate that.) And what 
about the future? Well. you can sell 
more. You can become a C. L. U. (The 
Cc. L. U. idea has more attraction to 
young men than almost anything else 
we can tell them about the busirtess.) 
You get renewals (They don’t under- 
stand what vou are talking about.) 

“But then, what? Oh, we te!l them 


how men have become managers and 
(CONTINUED ON PAGE 4) 
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Heavy Black Figures 


Continue to 


Dominate Company Statement Reports 


EQUITABLE SOCIETY 


Assets of Equitable Society at the 


end of 1952 amounted to $6,571,700,000, 
an increase of $476,800,000, Thomas I. 
Parkinson, chairman, reports. Individ- 
ual life paid for amounted to $910,- 
259,000 and new paid for group life 
was $755,829,000, making a total of 
$1,672,202,000, the largest ever. Ordi- 
nary in force totalled $8,812,800,000 
and group life reached $10,224,300,000, 
each a record. 

Payments to policyholders and ben- 
eficiaries amounted to $455,662,000, in- 
cluding $100,182,000 in dividends. 

After meeting claims, operational 
expense, including federal income tax, 
and required additions to reserves, 
there remained from insurance and in- 
vestment operations $175,500,000. Of 
this total $14,900,000 was added to re- 
serves, $100,700,000 provided for divi- 
dends and $29,200,000 added to securi- 
ty valuation reserves. Unassigned sur- 
plus and group contingency reserves 
increased $30,700,000. 

Gross investment earnings amounted 
to $230,605,000, the net being $184,095,- 
000 as against a net during 1951 of 
$165,346,000. Net rate of investment 
earnings on assets, before federal in- 
come tax, was 3.18%, and 2.97% after 
such taxes. The corresponding rates 
for 1951 were 3.06% and 2.87%. 


FRANKLIN LIFE 


A gain in outstanding insurance 
$217,253,101 was recorded by Sricdien 
Life during 1952, the greatest year in 
Franklin history, according to Presi- 
dent Chas. E. Becker. This is an in- 
crease of 19.1%. The in-force figure 
——— a total of $1,352,638,788. 

ssets increased $29,353,807 
$222,842,750. New business 00 
to $317,787,794. Surplus funds were in- 


— by $2,500,000 to total $14,500,- 


GREAT SOUTHERN LIFE 


_Gains in all departments were re- 
gistered in 1952 to make it the best 
year ever for Great Southern Life 
President L. S. Adams reports. 
_ Assets amounted to $136,196,675, an 
increase of $11,886,300. New business 
of $72,564,142 brought total insurance 
in force to $592,080,462. 

Payments to policyholders and ben- 
——— were $6,369,505, bringing to- 
al payments si izati 
per ny since organization to 


LINCOLN NATIONAL LIFE 


Good progress was made in 1 
both Lincoln National Life rd ge tend 
ance Life, according to A. J. McAnd- 
less, Lincoln National president. Re- 
liance formally was merged into Lin- 
coln National at the year end. 

New business paid for by Lincoln 
amounted to $751,242,000 and by Re- 
liance to $94,543,000, making a total of 
$845,785,000. This compares with $726,- 
350,000 new business for Lincoln and 
$92,932,000 for Reliance in the preced- 
ing year. 

Insurance in force increased 1,505,- 
325,000, bringing the total to ae 
050,000. Of this increase, $1,062,818,000 
resulted from the assumption of Reli- 
ance policies. 

Assets increased $375,193,000 to reach 
$883,600,000. Assets now include $340,- 
247,000 of former Reliance assets. 

Surplus was increased by $10,967,000 
to a total of $61,983,000. 


MANHATTAN LIFE 

Manhattan Life’s new paid-for life 
in 1952 set a record, as did insurance 
in force and assets. New paid-for busi- 
ness totalled $81,134,586, a gain of 26%. 
Insurance in force stood at $354,570,- 
170, up 19%. 

Assets reached $74,671,312, a gain 
of 10%. Premium income was §$13,- 
043,619, compared with $11,981,150. 
Payments to policyholders and bene- 
ficiaries totalled $5,331,669, as against 
$4,932,864. Since organization, such 
payments exceed $170,767,316. 


METROPOLITAN LIFE 

NEW YORK—Metropolitan Life in 
1952 issued more life insurance, had 
more insurance in force, served more 
policyholders, and paid more money to 
living policyholders and beneiiciaries 
than ever before. 

Life insurance issued totaled $3,- 
590,000,000. Total in force reached $51,- 
854,000,000, up $3,343,000,000 for the 
year. 

Benefit payments totaled $945 mil- 
lion, of which $336 million was in 
ceath claims. Metropolitan now has 
33.7 million policyholders in the U.S. 
and Canada, up 300,000 in the year. As- 
sets at Dec. 31 were $11,593,000,000 as 
against $10.9 billion a year eariier. 

The 1952 new business included $2,- 
199,000,000 of ordinary, $796 million 
industrial, and $622 million group. 
Total in-force at the year end was 
made up of $24,615,000,000 ordinary, 
$10,964,000,000 industrial, and $16,275,- 
000,000 group. 

In the A.& H. department there was 
in force $5,310,385,512 of principal sum 
benefits and $95,480,185 of weekiy ben- 
efits. In addition, more than 4.9 million 
persons were protected by hospital, 
surgical and medical expense under 
group and individual policies. Premium 
income on Metropolitan’s individual 
hospital, surgical and medical expense 
policy was $1,950,000 though it was in- 
troduced only last June. 

There also were 549,000 group cer- 
tificates and individual contracts for 
annuity payments in force providing 
for total annuities of $201 million a 
year. Of this, $37 million of annual 
income is currently being paid to an- 
nuitants. 

The mortality experience coutinued 
to be very favorable. 

At the end of the year, 53% of as- 
sets were invested in corporate se- 
curities, 17% in U.S. and Canadian 
government obligations, 18% in city 
and farm mortgages, 4% in policy 
loans, 4% in housing and other real 
estate, and 4% in cash and other assets. 

The 1952 interest rate earned, after 
deducting investment expenses hut be- 
fore deducting federal income taxes, 
was 3.21% in comparison with 3.07% 
in 1951. After federal income taxes, the 
1952 net rate was 3.00%, as compared 
with 2.87% for 1951. 

New long-term investments in 1952 
totaked $1.6 billion. The major part of 
these funds went to finance the needs 
of commerce and industry, in many in- 
stances helping to bring to the public 
the benefits of technological progress 
in such fields as chemistry and elec- 
tronics. Some $369 million was invested 
in city and farm mortgage loans during 
the year. 

On new long-term investments made 
last year the net interest rate, after in- 
vestment expense but before federal 


income tax, was 3.73%, the highest 
since 1934. 


NEW ENGLAND MUTUAL 

New England Mutual Life’s gain of 
$250 million of insurance in force dur- 
ing 1952 is equal to the entire amount 
accumulated during the company’s first 
68 years, according to President O. 
Kelley Anderson. 

Total insurance in force at the year 
end, as reported in the Jan. 16 issue, 
was $3,385,477,408, a gain of 8%. New 
insurance issued reached a record high 
of $381,802,261, a gain of 13%. 

Gross rate of return on $180,253,000 
of new investments was 4.22%, better 
by .18%. Net rate of return after in- 
vestment expenses and federal income 
tax was 3.27% as compared with 3.17%. 

Receipts for the year were $204,020,- 
060, of which $126 million were from 
insurance and annuity premiums, $49 
million from investment earnings, and 
$26 million from policy proceeds and 
dividends left with the company. 

Assets increased to $1,354,211,977, a 
gain of $100 million. 

Net savings from insurance opera- 
tions, after payments to policyholders 
and beneficiaries of $146,038,037 and 
operation costs of $30,408,864, were 
$27,573,159. Surplus now stands at $94,- 
513,201, an increase of $7,202,477. 


OLD LINE LIFE 

New paid-for life insurance of Old 
Line Life during 1952 reached $15,548,- 
555, bringing total insurance in force 
to a new high of $153,469,455, President 
J. H. Daggett reports. 

Premium income on A.&H. and 
hospital insurance was $400,118. 

Assets now total $46,336,818, an in- 
crease of $2.3 million. Assets exceed 
reserves and other liabilities by $3,- 
477,596. Average interest return on 
new bond purchases was 3.15%, while 
on new mortgages the average return 
was 4.39%. 

Old Line paid $2,614,092 to policy- 
owners and beneficiaries, which 
brought to $51,435,383, the total pay- 
ments made since organization. 


WEST COAST LIFE 

West Coast Life insurance in force 
at the year end reached $306,159,644, 
an increase of $27,493,402 as against a 
gain of $23,262,406 the previous year, 
Harry J. Stewart, president, reports. 
In the past five years insurance in 
force has increased more than 70%. 

A. & H. premiums amounted to $1,- 
270,051, compared with $761,279. In- 
come of $10,935,741 included $8,728,- 
247 from premiums and $1,572,890 from 
investments. This is an increase of 
nearly $1 million. Benefits paid to poli- 
cyowners and beneficiaries totaled $5,- 
275,740, bringing the total of such pay- 
ments to $89,292,512. 

Assets increased $3,912,162, as against 
an increase of $3,249,398 in 1951. As- 
sets at the year end stood at $55,919,- 
836. Reserve for future payments to 
policyholders and beneficiaries was 
increased by $2,719,924 to $47,175,997. 

Net earnings, after adjustments in 
reserves and provision for taxes and 
dividends to policyholders, amounted 
to $569,775, compared with $524,638. 
After payment of $100,000 in divi- 
dends, $469,775 was added to surplus. 





Occidental Life Group Appointees 


The group department of Occidental 
Life has appointed Lawson duCles as- 
sistant superintendent for the east and 
south, and Joseph Slivinski assistant 
regional supervisor at Detroit. William 
L. Meyers is the new representative 
at Chicago. 


Hail Top Producers. 
at Prudential Meet 


A billion-dollar ordinary production 
goal by 1957 and organization of an 
Ordinary Agencies Million Dollar 
Club were hailed by 500 Prudential 
agents at a three-day conference of the 
President’s Club at New Orleans. 

Sayre McLeod, agency vice-presi- 
dent who announced the sales goal 
and club organization, explained that 
expansion of the company’s field force 
along with added seminars and train- 
ing conferences, plus intensified brok- 
erage activity, would give impetus to 
the ambitious new program. 

Mr. McLeod said that future gather- 
ings of the President’s Club would 
honor the Million Dollar Club, and he 
added that the company would pay 
transportation expenses for Pruden- 
tial qualifiers to the Million Dollar 
Round Table meeting. 

Following greetings by Charles 
Fleetwood, vice-president at Dallas, 
and a welcome address by President 
Carroll M. Shanks, the opening ses- 
sion also included a talk by Charles 
W. Campbell, new vice-president at 
Jacksonville, Fla. 

Later in the day the president’s re- 
ception was held aboard a sight-seeing 
vessel on the Mississippi. Frederick 
A. Schnell, 2nd vice-president, was 
chairman. 

A panel on group insurance fea- 
tured the mid-conference gathering. 
Louis R. Menagh, Jr., vice-president 
and comptroller; Kenneth L. Brooks, 
associate director of sales promotion, 
and Frank B. Falkstein, manager at 
San Antonio, also spoke. Harry E. 
Wilkinson, director of agencies, was 
chairman. 

Donald E. Bishop, superintendent of 
agencies and chairman for the final 
session, presided over a talk by Leon 
L. Tracy, senior training specialist, and 
the concluding address by President 
Shanks. A play produced by Albert R. 
Snitzer, associate director of field 
training, was also part of the last 
day’s program. ; 

Top producing managers, assistant 
managers, and agents were presented 
by Mr. Schnell. 


Rumor Southall to Join 


N. A. 1.1. on April 1 


Although there is still no official 
announcement that Spaulding South- 
all is to take a headquarters position 
with National Assn. of Independent 
Insurers, it is an open secret that he 
is to become an N.A.I.I. man on April 
1. He is resigning as Kentucky in- 
surance commissioner. 

Before serving as commissioner, Mr. 
Southall was with Mutual Benefit 
Life at Louisville. 

Prominently mentioned as a pos- 
sible successor to Mr. Southall is S. H. 
Goebel, director of the life division 
of the Kentucky department. 


Middle Atlantic Actuaries 
Hear A. L. C. Gen’l Counsel 


The Middle Atlantic Actuarial club 
is holding its winter meeting in the 
Acacia Mutual Life annex in Washing- 
ton, D. C. Speaker Robert L. Hogg, 
general counsel for the American Life 
Convention, is discussing life insur- 
ance under the new administration and 
the international political picture as it 
affects the industry. : 

A panel consisting of A. E. Kripke 
and Hansen Smith is discussing ‘“Bene- 
fit Plans for Employes of Life Insur- 
ance Companies.” 
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ANDERSON AT SARATOGA: 





Says Better Supervision Can Do More Than 
Anything to Make Selling More Attractive 


SARATOGA SPRINGS, N. Y. —Are 
the training and supervision given to 
new agents perhaps helping to make 
the business unattractive to potential 
recruits? 

In a speculating rather than chal- 
lenging tone, Kenneth L. Anderson, 
vice-president of Union Mutual Life, 
tossed out this question in his talk at 
the New York State Assn. of Life Un- 
derwriters annual management con- 
ference here. 

Saying that he was “wondering” 
about the negative effect of training 
and supervision, he remarked that 
some of his wonderment was due to 
the “sheer, cold case which statistics 
give us.” Mr. Anderson, who was un- 
til recently with L.I.A.M.A., cited its 
recently released study of a group of 
recruits inducted in 1947 and pointed 
out that the median production of the 
survivors for each of the four consecu- 
tive contract years studied was $169,- 
000, $176,000, $164,000, and $159,000. In 
the third and fourth years, industry- 
wide, agents actually produce less than 
they do in their first year. It’s true that 
many agents keep improving under 
competent guidance, he conceded. 


“But just as exceptional men make 
the business attractive to neophytes, so 
do these startling figures about the 
life insurance business in general tend 
to destroy its glamor,” he added. 

“That isn’t an isolated story, either. 
In another group studied, only 20% 
increased their production as much as 
10% in the second year while 57% 
produced less in their second year. In 
one company the average production 
of a group of men declined in three 
years from $204,600 to $170,000 to 
$142,000. 

“I'd like to suggest that better su- 
pervision could do more to restore the 
bright sheen of attractiveness to this 
business than any other single factor. 
In support of that thesis I offer the 
statistics I quoted previously, which 
show that agents’ production tends to 
decrease rather than improve. As fur- 
ther proof, I submit that there are 
some great agency leaders who can 
and do upgrade their men whereas the 
greater number of managers fail in 
this important area. 


“Right now, many of you are think- 
ing of individuals—individual agents 
and managers—who disprove my case, 
while I’m thinking of the thousands 
of agents and managers who make my 
case. 

“As additional evidence, I ask you 
to search your consciences about the 
last guy you recruited in the white 
heat of passion, trained in the expect- 
ant glow of all-American production 
and then turned loose with the confi- 
dent assumption that he would auto- 
matically and steadily rise to the lofti- 
est pinnacles of achievement. By any 
chance, did this false sense of euphoria 
lead you to invest all of your next 
period of time in new agents? Do the 
newest girls in your harem get all the 
loving? If they do, look out! 

“I resubmit my point that more of 
our unattractive results come from 
faulty supervision or no supervision at 
all than from any other difficulty.” 

_ Outlining the essentials of supervi- 
sion, Mr. Anderson said he was draw- 
ing on the ideas of S. Rains Wallace, 


: L.L.A.M.A. director of research, with 


Dr. Wallace’s permission. These essen- 
tials, he said, include knowledge, both 
personal and business, of the man; 
realistic diagnosis of his troubles; ac- 
tion based on specific advice arising 
out of specific knowledge; constant 
availability of the manager for consul- 
tation—for when an agent wants help 
he wants it now; and continuity, which 
is the only guarantee that even a good 
agent won’t fall into a gradually de- 
veloping bad habit that will eventually 
plunge him into a serious slump. 

“Those of you who have attended 
the L.I.A.M.A. schools in agency man- 
agement will recall that they reduce 
the agents’ problems to four: prospect- 
ing inefficiency, selling inefficiency, 
personal inefficiency, and an improper 
attitude,” said Mr. Anderson. “Those 
are the areas to supervise. Where else 
can men fail? Improvement in one 
area is bound to bring about improve- 
ment in the others. 

“So, why not concentrate our super- 
vision, both diagnostic and curative, 
and above all preventive? Let’s find 
out by diagnosis what’s happening to 
our boys when they prospect and when 
they sell. Let’s find out when they get 
up and go to work and whether they 
should have even bothered to. Let’s 
look between their ears and into their 
eyes and into their souls to find out 
what’s eating them. If we can prevent 
trouble from arising, they can’t say of 
us, ‘for want of a nail, a shoe was 
lost.’ 








The Van Leuven 
trio pictured at a 
dinner meeting at 
Spokane honoring 
E. Roy Van Leu- 
ven, center, on his 
20th anniversary 
with New York 
Life. He has been 
in the business for 
some 40 years. 
With Mr. Van 
Leuven are his two 
sons, Vernon V. 
left, field vice- 
president of New 
York Life at Den- 
ver, and Kenneth 
L., like his father, 
is with the Roble 
agency at Spokane. 








“But if somehow the disease slips by 
us, if we don’t catch it until it’s full- 
blown, then let’s go for the cure and 
I don’t mean a quick dose of aspirin 
when a long period of treatment is 
in order. There are many supervision 
tools designed for the purpose of diag- 
nosing an agent’s efficiency index.” 

Among these, Mr. Anderson listed 
detailed work reports, which if proper- 
ly interpreted will give many clues to 
a man’s performance; use of the L.I.- 
A.M.A. Sales Method Index or its 
equivalent for analyzing the agent’s 
last 10 sales and the last 10 cases he 
didn’t sell; the Information Index de- 
veloped in connection with L.U.T.C., 
because there is a correlation between 
life insurance knowledge and perform- 
ance and because it helps in supervi- 
sion to know how much the agent 
knows about life insurance; the Per- 
sistency Rater, which will tell a mana- 
ger a great deal about what his agents 
are doing and where their prospecting 
and marketing problems lie, whether 





<The 
COMMONWEALTH 
Commentary 


Looking Forward 


1952 was another good year for Commonwealth Life. And 
1953 gives every prospect of an even greater year in the 
history of Kentucky's leading and largest life insurance 


company. 


In 1952, the field forces of Commonwealth Life established 
an all-time high production record for the Company! The 
insurance in force figure at the end of the year was $615,- 
132,696. This represents an increase in insurance in force of 
$73,403,871 over the previous year . . . an outstanding pro- 
duction record by any standards. 


For 1953, the target is higher... and the sights are adjusted 
to hit it. Plans and preparations for the first big production 
efforts are now underway. The ammunition is in the breech. 
The annual “MARCH FOR BOYD” campaign begins 
March Ist. This renewal of the “MARCH FOR BOYD” 
promises the greatest single month’s production record in 


the history of the Company. 


INSURANCE IN FORCE, December 31, 1952—$615,132,696 


COMMONWEALTH 


Life Jusurance Company 


HOME OFFICE ° 


The Doorway to Security 


LOUISVILLE, KY. 





they get good prospects but sell mainly 
the poor ones, whether the agent’s 
salesmanship is better than he realizes, 
whether an agent is ready to move up 
to a better market, or whether his 
prospecting habits are too good for his 
selling skills. 

In applying the knowledge so gained, 
Mr. Anderson recommended such pro- 
cedures as talking with the agent’s 
wife, talking with other agents who 
know the man, letters from home office 
people praising work well done; use of 
insurance trade journals “full of sales 
ideas, personal philosophies, prospect- 
ing techniques, etc.”; life underwrit- 
ers association meetings, agency meet- 
ings, refresher courses, C.L.U., L.U.- 
T.C., more education, continuous train- 
ing, all designed to raise the level of 
the man who is ready for them. 


“And, of course, the best chance for 
prevention or for the cure lies in you, 
the manager,” Mr. Anderson empha- 
sized. “I don’t recommend that you 
rush home and start supervising like 
crazy. Nor do I suggest that you super- 
vise your men out of the business. Of 
course, there comes a time when the 
fledgling must be pushed out of the 
nest. But let us not kid ourselves that 
most men seek the opportunity to go 
into business for themselves, and that 
they flourish under the chance to suc- 
ceed or fail by their own efforts. We 
have learned from agents themselves 
that they want the security and com- 
fort of good training and close super- 
vision, and that they rebel against 
tight supervision only when it’s the 
wrong kind for them.” 


N. Y. Managers Elect 


O’Hara as President 


Thomas L. O’Hara, Metropolitan Life, 
was elected president of Life Managers 
Assn. of Greater New York at its an- 
nual meeting. 

Named vice-president was Lambert 
M. Huppeler, New England Mutual 
Life, and Joseph F. MacGrath, New 
York Life, was elected secretary. 








Seek Merger of Insurance, 


Banking Departments in Pa. 


HARRISBURG—Merger of Penn- 
sylvania’s insurance department with 
the state department of banking has 
been recommended to Gov. Fine and 
the legislature by the state’s “Littie 
Hoover” committee. 

The committee admitted it had not 
studied the insurance department. 
“Although time has not permitted a 
detailed study of the insurance de- 
partment,” the report said, “the simi- 
larity of the general functions and 
methods of operation of the two de- 
partments suggests that they might 
profitably be combined into one de- 
partment.” 
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GOOD, BETTER 
—BEST!? 


Any life insurance policy that protects 
a man’s family while it helps him save 
money is good. 

It’s better still if it contains an escape 
clause that permits him to cut back his 
Savings program without also cutting 
back his insurance protection in years 
when money is tight for him. 

It’s best of all if the policy, once matured 
as an endowment, may be continued as 
lifetime insurance —if the owner still 
needs protection! 

Occidental’s new Multiple Benefit Sav- 
ings Plan is such a policy —a flexible 
contract which enables a man to buy his 
protection first and decide what kind he 
wants later — after conditions have shown 
what he needs. 


“Oh Lady be Glad” 
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‘WE PAY AGENTS LIFETIME RENEWALS ... THEY LAST AS LONG AS YOU DO” 











THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS... 


@ Modern and attractive agent's and general agent's contracts to those looking 
for a permanent connection. 
@ Complete line of Life Insurance policy contracts from birth to age 65 with full 
death benefit from age 0 on juvenile policy contracts. 
Complete line of Accident and Health policy contracts with lifetime benefits. 
Individual Family Hospitalization contracts with surgical, medical and nurse 
benefits. 
Complete substandard facilities. 
Educational program for fieldman. 
Strong, Progressive Company 
Older than 85%, of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in California, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 


OF CHICAGO 
C. G. ASHBROOK, EXECUTIVE VICE PRESIDENT 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 

































Managers Seek Answers 


on Luring Collegians 
(CONTINUED FROM PAGE 1) 

general agents and point out the great 
success of the Million Dollar Round 
Table, etc., and we can also teil them 
about the wonderful good of life in- 
surance, its importance to the nation, 
etc. And then, what? 

“Our competitor says, ‘Come into 
our business. We are a famous com- 
pany. We’ll give you a salary, no ifs, 
ands, or buts to it. We’ll put you into 
a special training course for a year 
and you will get a chance to see what 
our business is all about. We will get 
a chance to see where you fit in best. 
Then you’ll be promoted to one de- 
partment or another, maybe to the 
selling end. Possibly you will become 
a manager or a vice-president.’ ” 

Selling is thus just an incidental 
possibility. But the new man gets a 
course running one to two years be- 
fore he is even allowed to sell. “Our 
competitors say. ‘If you are selected 
we will do specifically this,’” said Mr. 
Engeisman. “Ours, at the best, is a 
nebulous plan. They recruit on the 
company level. We have a dozen peo- 
ple from the same company recruiting 
at the same college. Our competitors 
pay salaries with no ifs, ands or buts 
—but don’t expect to be repaid in re- 
sults within the next six months or 
during the first year.” 

Mr. Engelsman opined that maybe 
the free interchange of information 
among life companies, while a source 
of pride, has a dulling influence on 
the bold and imaginative approach to 
progress. “We need some new ap- 
proaches to career building in life in- 
surance if we are going to meet our 
competition for manpower and such 
approaches should not, in my opinion, 
be developed on an industry-wide ba- 
sis but must come about through vari- 
ous plans from various companies,” he 
declared. “Some company must take 
the lead and start modernizing its 
concept of building manpower. Some- 
body has to lead the way. It would 
seem that more competition among 
life companies in developing services, 
plans, and ideas in line with their own 
estimate of the public needs and de- 
sires would create a very healthy state 
of affairs for all of us in life insur- 
ance. 

“Leadership means making deci- 
sions, setting objectives and taking the 
necessary action to reach those objec- 
tives. Leadership means conviction 
translated into action.” 

Mr. Engelsman suggested that com- 
panies should set up home office units 
to train young men, let them learn the 
business. Probably some of them would 
want to go into selling, because that’s 
where the money is. 

“We shouldn’t have to wait till 
they’re 35 years old and then pick 
them up,” he said. 

Vincent B. Coffin, senior vice-presi- 
dent Connecticut Mutual, discussing 
this proposal, said he didn’t see yet 
any way of licking this problem on the 
home office front. Some companies 
have done it in a modest way. But how 
are you going to do it? You can recruit 
them for the home office or the field. 
Connecticut Mutual recruits very few 
men for the home office. There is 
virtually no turnover and the prospect 
for a youngster is not very attractive. 

“I'd have to be more convinced than 
I am now that a year of fooling around 
in the claim department would be very 
good preparation for the field,” he re- 
marked. 

Said Halsey D. Josephson, Connecti- 
cut Mutual, New York City: “It may 
be that we are getting as many young 


men as we need even without a col- 
lege program. I don’t know of any sub- 
ject about which so much has been said 
and so little has been done as about 
college recruiting. Could that perhaps 
be significant?” 


R. E. Myer, Mutual Life, New York 
City, opined that the recruiting job 
should be done by the home office. He 
said that if the pending New York bil] 
to amend section 213 so as to permit 
training allowances is enacted he would 
like to see some of this money used to 
hire young men who would be brought 
into the home office and given a course 
that would develop them for qualifica- 
tion as agents. 

Walter W. Canner, Equitable of Iowa, 
New York City, said that if the busi- 
ness is to progress college men must 
be recruited for the selling jobs. He 
said that the main trouble with the 
young college man is that because of 
his immaturity and inexperience he 
lacks confidence to do the exacting job 
that is needed in selling life insurance, 

There has been a terrific mortality 
in young college men who would have 
made good agents but failed because 
they were not ready to go out selling, 
he said. He suggested that maybe the 
general agents and home offices could 
work hand in hand in developing these 
young men to the point where they are 
ready for saleswork. 

Merle Smith, Mutual Life, Buffalo, 
said that a sur. _y of a graduating class 
of a large midwestern university 
showed that at the end of two years 
out of all the men that had been placed 
as they left college through corpora- 
tion recruiters and college placement 
officers 80% had changed jobs one to 
five times. If that is true, Mr. Smith 
said, he wondered why the life insur- 
ance business should expect to do very 
much better than the general run of 
other businesses in the matter of mor- 
tality of new college men. 

B. D. Salinger, Mutual Benefit Life, 
New York City, said that most men, 
even a year out of college, are too im- 


mature and that he knew of hardly 
(CONTINUED ON PAGE 11) 
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... SOMETHING Extra IN 
JUVENILE 
From U. 8. Life 


Prospects galore will open the door to United 


States Life’s BASIC ESTATE BUILDER for 














children (ages 0-14). Not only does $1,000 








grow to $5,000 for daughter or son at 21, but 
also. . . 


1—It’s convertible at age 21 to ENDOW- 
MENT AT 65 for same or lesser amount. 


2—It’s LOW COST. . . and GUARANTEED. 


3—It’s issued with Future Premium Deposit 
Fund provision, and Payor protection. 


4—You’ll make more money. 


Call your U.S. Life agency or write home 
office for details. 















































THERE’S A NEW LOOK TO COMPENSATING AGENTS 


A.1.R. 


With the Automatic Increasing Remunerator Contract, you— 

the agent—can double your income for good production. 

An Immediate Raise 

Commission rate at 20% more than customary commission 
contracts. 

PLUS 

Automatic additional increases of 8% - 16% - 24% in First Year 
Commission rate—payable automatically first of each month. 


ALL THIS AND 


PERSISTENCY BONUS... payable every 3 months. 


iT’s 


@ LIFETIME RENEWALS... a permanently increasing income. 
@ FREE VACATION ... all expenses paid each year. 
@ INCENTIVE CONTEST... liberal rewards for all producers. 
@ PRODUCTION CLUBS... substantial cash bonuses. 
It is with pride that we present this extraordinary contract. A.I.R. is avail- 
able in Illinois, Michigan and Missouri. Write today in confidence for 
full details. 
gone, 
.) 


Bankers Mutual Life a, 
Graurance Company a (°! | 


G. C. French, i" * 
President wOme Orrice FREEPORT, ILLINOIS Caney 


An Old Line Mutual Legal Reserve Life Insurance Company 
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High Posts to Rawles. Kneil, Reeves, Steere 


Jack E. Rawles and Robert C. Kneil are now 2nd vice-presidents of Lincolp 
National Life and Gordon C. Reeves and Allen C. Steere have been promote 





Jack E. Rawles 


Robert C. Kneil 


to associate general counsel. 








Gordon C. Reeves Allen C. Steere ‘ 


In other promotions, William T. Kerr, Robert E. Rumple, and Henry F. Scheig i 
became assistant secretary, and William E. Lewis assistant actuary. : 


Mr. Rawles was assistant superin- 
tendent of agencies and director of 
training for Reliance Life before trans- 
ferring to Lincoln National’s agency 
department last fall. He joined Reliance 
as an agent at Chicago and successively 
was district manager, agency instructor, 
in the Illinois department, and assistant 
manager in Illinois before going to the 
home office as director of training. Mr. 
Rawles will be in charge of southern 
agencies and will have charge of the 
company’s sales training program. 

Mr. Kneil has been resident ex- 
ecutive officer at Pittsburgh of the 
Reliance division of Lincoln National 
since Jan. 1 when the latter completed 
merging the business of Reliance Life, 
and he will continue in charge of the 
Pittsburgh office. He served Reliance 
as branch office cashier in Cleveland, 
assistant cashier in the home office, 
manager of the renewal collection de- 
partment, secretary to the executive 
vice president and director of the 
budget, assistant vice-president, and 
vice-president. 

Mr. Reeves has served the company 
as assistant counsel, attorney for the 
trustees of Royal Union Life, which 
Lincoln National reinsured in 1933, and 
assistant general counsel. 

Mr. Steere joined the company in 
1934 after having practiced law for 
several years in Fort Worth, Tex. He 
has been assistant counsel and assistant 
general counsel. 

Mr. Kerr, with the company’s home 
office since 1929, has been manager of 
the policyholders service department 
since 1952. 

Mr. Rumple joined the accounting 
department in 1930, transferred to the 
claims department two years later and 
was named claim superintendent last 
year. 

Mr. Scheig started with the actuarial 
department in 1949 and transferred to 
the reinsurance department in 1951. 

Mr. Lewis joined the actuarial de- 
partment in 1944. 

Messrs. Scheig and Lewis are fellows 
of Society of Actuaries. 





Up Martin, Eddins, Morgan 


Jefferson Standard Life has named 
Cecil Martin, former manager of the 
agency accounting and statistical di- 
vision, planning supervisor. In addi- 
tion, John E. Eddins becomes manager 
of the new bookkeeping and statistical 
division, and Thomas T. Morgan, Jr., 
assistant manager of that division. 

Mr. Martin started with the company 
in 1941 at Charlotte, N. C., and later 
served as cashier at Florence, S. C., 
and Wheeling, W. Va. He went to the 











home office in 1947. He served in the © 
last war. 

_ Messrs. Eddins and Morgan each 5 
joined the company in 1948. 





Time Control Is Topic 
of L. A. Supervisors 


“Time Control for Agents’ was dis- 
cussed at a meeting of Los Angeles Life 
Agency Supervisors Assn. by a panel 
consisting of Robert Savage, Occidental 
Life; Ernie Plummer, Prudential, and 
William Pilcher, Manufacturers Life. 

Mr. Savage held that while the older 
agent has definite control of his time, 
the new agent must be put on a defi- 
nite track in order to gain some idea of 
time control. He feels that to work on 
one idea with the new man will give 
the supervisor information from which 
to evaluate his work. In his opinion, 
the package sale plan helps the new 
man to get the idea of time control. 


Mr. Plummer said the supervisor 
must be able to control his own time 
in order to control the agent’s time. 
He said time control must be stressed 
most in the training period. 


Mr. Pilcher regards prospecting as 
the key in time control. His agency re- 
quires a daily schedule, weekly re- 
port, monthly and quarterly sum- 
maries and a yearly report. He said 
this plan helps the older man keep 
aware just what it does for him. 











Back of the Name 
Lutheran Brotherhood 


%& STANDS 


The Mikkelson Agency 
with headquarters at 
Fergus Falls, Minn. This 
agency is our leading 
agency for the year 1952, 
with $2,931,514.00 of 
put-in-force business. 
Mr. T. H. Mikkelson 
and his agency is to be 
complimented as_ real 


“Life Career’’ sales 7 4 MIKKELSON 
leaders. Fergus Falls, Minn. 


This is a Lutheran Society, thirty-five years 
old. = a Lutheran there is a successful 





*247,644 members, insured for $415,138,220. 
Lutheran Brotherhood enjoys a record of 
thirty-four years of continuous growth! 








This Is YOUR Life Insurance Society 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 
608 Second Ave. So., Minneapolis 2, Minnesota 
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4310 Dunlavy St. ® 
Our new Home Office, 
occupied during 1952. 
STATEMENT OF CONDITION 
DECEMBER 31, 1952 
ASSETS RPLUS 
2 ES AND SU 
United States Government we —, es for the Account 076,887 
ei... -- . Id by the a " . . 119,078; 
Municipal and — _ __, 5,521,569 oi asst and their oes ES 
Public Utility Bonds $ 25,126, t policy obligations ane nd 
LDINGS...--- °° 7 Present Po remium receipts 2! 
TOTAL BOND HO _ 10,236.31 accumulated from p liars, with fu- 
er co ings. These dollars, 
Preferred and Common Stocks interest po ‘and interest, QUOrn 
Loans on Form 1,893 ture pre’ € all claims os they 
First, Mortgage ei 11,391, the payment © maturity under 
h Properties death or 
and Ranc 4 Bonds come due ¢ life insurance in force of 
First Mortgage toons En"... 69,517,345 the policies @ 
on Urban Properties: this time. ad 
st MORTGAGE _. 80,909,238 crved Expenses © 7,974 
OTe eal ESTATE LOANS. ---- °° °°" 1,583,491 “< des Sos due and payable. . 2,AV7, 
reaaee ‘ ‘ax 
tate Owned Seer 3 nd Reserve for 
Real Es! fieyowners on theif 9,751,617 Security Valuation paren eae of Stocks.-- 2,813,606 
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Policy por Lo uapeeeseeneeeee 799, ds Set Aside ot Additional eventos ws 
Cash in Banks. --- cums in 95,608 o- ti owners. (This includes the ot 4 
Due ond Deferred mer seeeeee oe ye ‘ital stock of $3,000,000; pe ency 
Course of Collection. «= 0° 597,897 surplus of $5,000,000; and © — 11,886,298 
ts, OPC. mee} gurplus OF For ogy weer rene” 
Accrved Interest on Investments _, 136,196,765 reserve of $3,886,298). -<-700°°°°7 7 $16,196,765 
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REAT SOUTHERN 





achieved during 1952. 


Houston 6, Texas 


GREAT SOUTHERN 
Life Insurance Company 











During 1952 beneficiaries and 
living policyowners received 


the sum of $6,369,505 


Since its organization in 
1909, GREAT SOUTHERN has 
paid policy benefits totalling 
$122,155,232 

Today more than 231,000 
individuals own GREAT 
SOUTHERN protection amount- 
ing to $592,080,462 


@ As part of the great institution of life insurance, 
we of the Great Southern make this report of our 
stewardship so the thousands of men and women who 
have entrusted us with the surety of their financial 
independence will be appraised of the strength, security 
and progressiveness of the Company, and its stature. 
In submitting this statement, we gratefully acknowl- 
edge that the privilege of serving a great people in a 
great section of our nation has made possible the gains 
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Changes! - CHANGES! — CHANGES! 


Lower Rates * 


Provides 
The Answers 
to Prove 
Your Point 





Revised Dividends *¢ 





New Policies 


Far Too Many to Remember! 


But easy to have, ‘Right- 





at-Your-Fingertips’, with 


The New 1953 
“LITTLE GEM” 


with ALL The Thousands 


of CHANGES since last year! 


(Ready Early in April) 


768 Pages of Powerful, UP-TO-DATE Selling Points! 


Every good salesman knows how often the 
“proper” answer at the right time will close 
a sale. The New ‘“‘Little Gem’’ provides these 
answers—many, many thousands of them— 


concerning Rates, Values, Costs, Companies, 


Options, etc..—ALL in easy-to-use form. 


Contracts, Costs, etc., are 
NOT “‘All-about-the-same.”’ 


Companies and contracts do differ—more 
than you may think. The ‘‘Little Gem" shows 
these differences—enables you to select and 
combine your own advantages—to present 
your plan in the best light—AND to back up 


your statements with powerful FACTS. 


With the ‘‘Little Gem’’ you can often 
AVOID COMPETITION entirely—or when 
necessary, you are equipped to meet it 
squarely and effectively. Here is real ‘‘au- 
thority""—it settles many things—instantly. 


The answers you need are there—but 
that's not all! The ‘‘Little Gem" also has the 
convincing power of the printed word and 
gives you confidence because you know you 
are right. Show it to the prospect when de- 
sirable—it can make the sale. 


Just one small sale—as a result of using 
the ‘“‘Little Gem''—pays for it many times 
over! Order Your New “Little Gem’’ NOW! 


Comprehensive - Compact - Easy-to-Use 


ALL THIS—for 200 Companies— 


Rates on over 3000 Settlement Options— 
“Ordinary’’ Contracts _inciuding Incomes 
Cash Values including from Retirement Values 
at 55, 60 and 65 for Special Treatment of 
some 1200 contracts Annuities, Juvenile, 

Dividends, Costs, 10 Industrial, Reserves 
and 20 year Sum- Interest and Incomes 
maries—also Ac- Payable on Proceeds 
cumulations Brief “‘Reports”’ on over 

Policies Analyzed— 300 Companies! For 
including ‘‘Practice"’ 2 years! 


Social Security and National Service, Too! 


Mail the Coupon for Yours NOW! 


1 or 2 $3.50 ea. 
1 3 to 5 $3.35 ea. 

6 — $3.15 ea. 
| 50 — $3.10 ea. 





RUSH to me as Soon as Ready (April) 





Single cop___1953 “‘Little Gem"’ 
Copies Sent () Charge () Send (] Check 
on 10 day Account c. O. D. Attached 
Approval 
— Name a ee | 
Prices 
Company a ee ae 


Address 


| nee 


To The National Underwriter Co., 420 E. 4th St., Cincinnati 2, Ohio 








Colleges Can Do the 
Most for Career 
Concept, Says Gregg 


SARATOGA SPRINGS, N. Y.—The 
most important single thing that the 
life insurance business can do to devel. 
op the career concept among agents is 
to promote life insurance education 
on the college campuses, said Dr. Da- 
vis W. Gregg, dean of the American 
College, at the management conference 


of the New York State Assn. of Life © 


Underwriters. 

The life insurance industry would 
gain, he said, in having a public of 
well informed buyers, better informed 
future leaders of public opinion and 
more young men interested in making 
life insurance their careers. The indi- 
vidual agent, both new and old, would 
stand to gain by acquiring a greater 
knowledge of his business and by 
developing a proper career attitude 
toward his work. 

“You will be interested to know,” he 
said, “that a large proportion of the 
colleges of business administration in 
this country, particularly the older 
ones, were started primarily as ac- 
counting schools. Today, accounting is 
a basic core subject in almost all busi- 
ness school curricula and a large ma- 
jority of accountants are trained by 
colleges and universities. It is also in- 
teresting that the student who plans a 
career of public accounting typically 
prepares himself for the C.P.A. exam- 
inations while he is in college and takes 
the examinations soon after gradua- 
tion. This same pattern is, of course, 
familiar in the field of law.” 

As basic reasons why the career con- 
cept is still somewhat foreign to life 
insurance selling Dr. Gregg listed 
these: (1) Selling in all its phases, 
and in all businesses, is yet to be ade- 
quately recognized by the economists 
as a really productive force in the 
economic system; (2) life insurance 
has not yet gained its full stature in 
U. S. colleges and universities; (3) 
some life insurance representatives in 
almost every community create bad 
public relations and thus bad career 
relations for life insurance through ill- 
conceived, selfish, and unprofessional- 
like business conduct. 


“Is it any wonder that selling asa , 


career does not occupy the same pres- 
tige status as certain other occupa- 
tions?” asked Dr. Gregg. “Is it any 
wonder that only occasionally do you 
find a young man who plans for a life 
insurance career? Is it any wonder 
that college graduates who show any 
interest in life insurance as a career 
usually specify that they would prefer 
not going into selling?” 





New Up-to-Date Handbook 
for Arkansas Ready 


A new, up-to-date Underwriters’ 
Handbook of Arkansas has just been 
published by The National Under- 
writer Co. This handbook, which is 
published every two years, provides 
complete and up-to-date information 
on agencies, companies, field men, 
general agents, solicitors, groups and 
other organizations affiliated with in- 
surance throughout the state. 

Premiums and losses by lines, with- 
in the state, for all fire and casualty 
companies and life insurance paid for 
and in force for life companies, are 
also presented in a special, statistical 
section. Copies may be obtained from 
The National Underwriter Co., at 420 
East Fourth street, Cincinnati 2, 0. 
price $12 each. 
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Don't Take Hair 
Shirts Too Seriously, 
Coffin Warns 


SARATOGA SPRINGS, N.Y.— 
Warning managers not to get too much 
wrapped up in their hair shirts, Vincent 
B. Coffin, senior vice-president of 
Connecticut Mutual, told those at the 
annual management conference of the 
New York State Assn. of Life Under- 
writers that in spite of the faults that 
need correction, “a magnificent job of 
distribution is taking place and the 
men who have established themselves 
in life underwriting, for the mcst part, 
find their chosen vocation highly at- 
tractive and satisfying.” 


Advising a fresh approach to the 
basic problems of managing an agen- 
cy, Mr. Coffin suggested that managers 
cease worrying so much about the de- 
tails of their everyday job and concen- 
trate their attention on becoming 
stronger individuals in the broader 
sense of character, human relations, 
and general all-’round good citizen- 
ship. He suggested that managers quit 
worrying about selection procedures 
and simply bring their know-how into 
play on a larger number of prospective 
candidates so that “what we do know 
about selection may be brought into 
effect.” 

Mr. Coffin also pointed out that ex- 
act training programs are not in them- 


is going somewhere, and where the 
captain of the team has a deep and 
genuine interest in the welfare of each 
member? 

Illustrating these points, Mr. Coffin 
told briefly the story of seven out- 
standing agencies, pointing out that 
each of the seven managers involved 
possessed certain definite lacks and 


weaknesses, but that these were com- 
pletely lost to view because of the 
counterbalancing strength of the men, 
their personality, thoughtfulness, and 
general all-’round good leadership. He 
urged the managers to play more 
heavily on their strong points, and to 
take as an objective not simply a re- 
cruiting program, or a training device, 


or a financing plan, or a series of 
agency clinics, but rather the building 
of a feeling on the part of each man 
that his shop is the one in town where 
he would rather work than anywhere 
else. 

Mr. Coffin also summarized the talks 
of the four other speakers, as he has 
traditionally done at these meetings. 








selves of vital importance and that 
sometimes effective joint work of a| 
manager with an agent, either in the| 
field or through office consultation, 
can get the job done better than any- 
thing else. He mentioned the recent 
Purdue course study made by 





L.1.4.M.A. which appears to indicate 
that unless training is stepped up to a, 
very intensive level, as at Purdue and |} 
Southern Methodist University, it | 
seems to be lacking in effectiveness, | 
as is indicated also by the failure of the | 
average agent to improve his level of | 
production very markedly after the | 
first year or so in the business. | 
Mr. Coffin opined that part of the} 
success of courses like Purdue’s lies in 
the great effectiveness of the super- 
vision which is linked with the study | 
course, and that possibly “we’ll make | 
greater strides by strengthening our | 
supervisory efforts as contrasted with | 
adequate training without the super-| 
visory feature.” 
| 


“We spend too much of our time 
worrying about turnover,” said Mr. | 
Coffin. “While turnover is high, it’s 
likely that it will always be high in 
any vocation requiring sales ability 
and recent surveys have indicated that 
it’s lower than in most sales fields. 
Furthermore, if a man fails in the 
early days in our business, he prompt- 
ly leaves the business and finds a vo-| 
cation to which he is better suited, 
whereas in other lines of endeavor men 
sometimes ‘fail in the business’ and 
remain in an unsatisfactory position for 
the rest of their business lives.” 

In this connection Mr. Coffin quoted 
Vice-president Robert B. Coolidge of 
Aetna Life on the beneficial effects of 
life insurance experience even fer men 
who don’t remain permanently in the 
business. Mr. Coffin indicated that the 
main thing for the manager to worry 
about is himself and his relationship to 
his agents. Is the agency interesting? 
Does it give to its members the impres- 
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729,697. 

* 
Resources 
of $65,122,179. 
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Company’s _ beginning 


* 





A COMPLETE LINE OF LIFE, ACCIDENT, HEALTH AND HOSPITAL 


Annual Statement 


December 31, 1952 


1952 INCREASES 


Insurance owned by Policy 
holders increased $17,848,- 
452, to a new high of $252,- 


increased 
$5,004,437, to a new high 


The amount paid to policy- 
holders and beneficiaries in 
1952, was $3,061,578—the 
total payments since the 


1906 rose to $48,838,457. 


The Reserves to credit of 
Policyholders increased by 
$3,558,469, and are now 
$52,080,064. 





Common Stocks ... 
Mortgage Loans 
Loans to Policyholders ... 







Y RESOURCES 

Bonds Poe oe reece eee SSHSSeesesessseseeesesese $20,814,440.00 

United States eccccseccces -$ 7,572,282.00 

Canadian ..ccccccccccccees 699,536.00 

Municipal ...cccecccccccees 1,222,526.00 

Corporate seccccecccceecss 11,320,096.00 

$20,814,440.00 
Preferred Stocks wccccccccccccecsssers aaadeeaeas 1,017,110.00 





eee.  1,372,122.00 
«++ 36,241,361.32 
2,763,957.85 





Cash and Deposits in Banks ..cccccccccccceeee:: 829,385.03 
Real Estate  .....- dudvaaeqadaeuaasaeene 709,109.81 
Home Office Building .....-...$247,250.00 
Investment Property ....20+..- 450,809.10 
Sold on Land Contract «2202... 11,050.71 
$709,109.81 
Premiums in Course of Collection and 
Miscellaneous Items ....ccccsecccccscccccees 1,068,582.90 
Accrued Interest ..... dd dedddccedeeceesecaceces 288,249.61 
Premium Notes ...... addddueasedeneaceoeeededes 17,860.34 


Total Resources ..cccceccccccececss »965,122,1 78.86 


LIABILITIES 
Policy Reserves ..cccccccccsereeseceee eccccces$ 52,080,063.97 
Dividends to the Credit of Policyholders .-+20+0+.  3,042,099.24 
Premiums and Interest Paid in Advance ..ccssees 1,437,825.08 
Dividends to Policyholders for 1953 ..cccccscees 710,000.00 
Claims Awaiting Completion ......scccsccccees 171,041.25 
Reserves for Taxes Payable in 1953 wcccecccccees 242,800.00 
in Security Valuation Reserve ...ccccccccccccceces 479,064.20 
Miscellaneous Liabilities ....cccccccccccccccecs 117.561.71 
Death Claims Due and Unpaid ..cccccccccccccecs None 


Surplus 





Surplus for Protection of Policyholders ......+... 


Total Liabilities and Surplus ........$ 65,122,178.86 


THE QHIO yee 


COLUMBUS 15, OHIO 


Claris Adams, Pres. F. L. Barnes, Ist Vice Pres. and Dir. of Agencies 


Total Liabilities ....ccccsccceccees+ + $58,200,455.45 


Excess Protection to Policyholders 

Capital Stock ...c.eccceccecees+$1,000,000.00 
cee ccccccccccccccceses 2:750,000.00 

General Contingency Reserve ..... 1,269,394.36 
Investment Fluctuation Reserve ... 1,822,329.05 


6,841 ,723.41 


INSURANCE FOR THE ENTIRE FAMILY 
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EDITORIAL 


COMMENT 





How About a“Farm System” for Recruits? 


The colleges are coming to be more 
and more the main source from which 
all business and industry recruits its 
promising young men for development 
and it is unfortunate that life insur- 
ance selling doesn’t seem to be getting 
its share of these men. This situation 
was discussed intensively at the man- 
agement conference run last weekend 
by the New York State Life Under- 
writers Assn., which is reported else- 
where in this issue, but there was a 
wide divergence in opinions as to what 
should be done. 

Unhampered by any practical expe- 
rience in this field, we should like to 
offer a suggestion that might conceiv- 
ably take care of one of the major dif- 
ficulties involved, which is the lack of 
a program that will attract the man 
about to graduate and induce him to 
choose the life insurance business rath- 
er than being swept off his feet by the 
career possibilities with some giant in- 
dustrial or business corporation. 

The nub of the problem is that even 
after a pretty thorough course of train- 
ing in a home office or agency the 
newly graduated collegian is too often 
too youthful and inexperienced in liv- 
ing to be an impressive adviser to a 
prospect who has money enough to buy 
a respectable chunk of life insurance. 
Worse than that is the fact that a ca- 
reer of selling, and probably life in- 
surance selling in particular, is likely 
to be pretty abhorrent to a young fel- 
low just out of college. 

The chances are that he knows little 
about selling, that he thinks of it in 
terms of high-pressure breaking down 
of the prospect’s will to resist. To him 
it is likley to mean turning office door- 
knobs, straight-arming secretaries, 
talking faster than the prospect, and in 
general behaving in a pretty over- 
bearing, obnoxious way. 

Against all this, a campus recruiter’s 
glowing portrayal of big commissions, 
service to humanity, being his own 
boss and taking vacations when he 
pleases is apt to have little weight. Es- 
pecially when some recruiter from a 
great industrial corporation has just 
been telling this youngster about its 
two-year training and development 
program aimed at teaching him the 
business and finding out where he will 
fit in to best advantage. 

Our suggestion is simply that the life 
insurance business find out where its 
recruits come from and then proceed, 
as part of its recruiting program, to 
own a controlling interest in the types 
of enterprises from which the best re- 
cruits appear to emanate. This is just 


an application of the baseball farm 
system to life insurance selling. Wheth- 
er this could best be done by individual 
life companies or by a group operating 
cooperatively is incidental. The essence 
of it is the availability of a controlled 
proving ground for potential agents. 

Ownership of such enterprises would 
be expected to be profitable on its own, 
so that the benefit of having a man- 
power pool from which to select new 
agents would involve little or no cost. 
In recruiting among the colleges for 
men to go with these captive corpora- 
tions, the student would be offered the 
same type of long range training and 
development program that other simi- 
lar corporations offer but in addition 
the possibility of making a lot more 
money if he showed aptitude for sell- 
ing life insurance. 

Even as things are today, the big in- 
dustrial and merchandising corpora- 
tions are a training and maturing 
ground for young college graduates 
who become dissatisfied with advance- 
ment opportunities and decide to go in- 
to life insurance selling and write their 
own salary checks. The trouble is the 
best of these young men are likely to 
be sufficiently well appreciated by the 
corporation so that it will see that 
things are attractive enough so they 
stay around. So there is an element of 
adverse selection against life insur- 


LUTC Elects Cowles 
to Succeed Beal 


Life Underwriters Training Council, 
at the annual board meeting at New 
York City, elected Chauncey D. Cowles, 
Jr., of Northwestern Mutual, Buffalo, 
president. He succeeds Orville E. Beal, 
vice-president of Prudential. 

Edmund L. G. Zalinski, assistant 
vice-president of New York Life, re- 
places Mr. Cowles as vice-president, 
while Charles J. Zimmerman and Max- 
well L. Hoffman continue as secretary 
and treasurer, respectively. 

Mr. Zimmerman is managing direc- 
tor of L. I. A. M. A., and Mr. Hoffman is 
director of field service of National 
Assn. of Life Underwriters. 

Mr. Cowles has been with Northwest- 
ern Mutual since entering the business 
in 1933. A member of M. D. R. T., he 
was formerly a trustee, instructor, and 
course committee chairman of L.U.T.C. 
He is a naval veteran. 

Mr. Zalinski began with New York 
Life as an agent. As its first managing 
director, he is credited with developing 
L.U.T.C. to its present status through 
the years 1947-51. In that period en- 
rollments jumped from 133 to 8,000. 








ance recruiting activities. But if the 
corporation were owned or controlled 
by a life company, with the under- 
standing that the latter had first call 
on men who looked like promising 
agents, there would be a far better 
chance of getting a broad range of 
choice. 

Such a course as this would not be 


needed if life company home office 
operations were not so limited, as re. 


gards activities for young men, in com.- ‘ 


parison to the number of men needed 
as recruits. In the absence of home of- 
fice activity that would absorb enough 
men out of whom recruit requirements 
could be met, the farm idea might 
prove useful. 





PERSONAL SIDE OF THE BUSINESS 





Commissioner Cyril Sheehan of 
Minnesota had been in office less than 
24 hours when he was given an extra- 
curricular job. He was appointed 
chairman to head the governmental 
agency solicitation for the Red Cross 
in March. 


A sketch of Roy Tuchbreiter, presi- 
dent of Continental Casualty and Con- 
tinental Assurance, written by Phil 
Hampson, appeared in the Chicago 
Tribune last Saturday as one of a se- 
ries of profiles it is carrying on prom- 
inent business leaders of its city. 


Dan W. Flickinger, general agent for 
John Hancock Mutual Life at Indiana- 
polis, has been reelected to the board 
of Indianapolis Better Business Bureau. 


Frederick W. Hubbell, president of 
Equitable Life of Iowa is a nominee for 
the board of overseers of Harvard Uni- 
versity. 


John L. Fuller, Equitable Society, 
has been named president of Indiana- 
polis Y.M.C.A. Walter H. Huehl, presi- 
dent of Indianapolis Life, continues as 
vice-president. 


W. F. Stenten of Bankers Life of 
Nebraska has been named president 
of Lincoln Personnel Assn., which is 
comprised of personnel directors of 
Lincoln business firms. 


Frank W. McKendrie, real estate 
inspector in the investment cepart- 
ment, Manhattan Life, has completed 
50 years with the company. For 37 
years he was home office purchasing 
agent. 


Vincent B. Coffin, senior vice-presi- 
dent, Connecticut Mutual Life, has 
been elected president of the Greater 
Hartford Community Chest. He has 
been active in Chest work for 20 years. 


M. L. Camps, John Hancock general 
agent in New York City, is recuperat- 
ing in New England Baptist Hospital, 
Boston, following an exploratory ab- 
dominal operation. It is expected he 
will remain in the hospital about 10 
days before returning home. 


Lewis W. Douglas, chairman of Mu- 
tual Life and former ambassador to 
Britain, has been named by Secretary 
of State Dulles to serve as an adviser 
and as his representative in confer- 
ences between officials of this govern- 
ment and British Foreign Secretary 
Eden and Chancellor of the Exchequer 
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Butler, who are due here March 4 for 
several days’ talks on financial, trade 
and economic questions concerning in- 
terests of Britain. 


R. Lee Allen, cashier at Wichita for 
New York Life, was honored at a din- 
ner on his 40th aniversary with the 
company. Dale Carmean, Topeka, was 
honored on his 30th year with the or- 


DEATHS 


THOMAS HOLLAND, 51, assistant 
manager at Albany, N.Y., offices of 
John Hancock Mutual Life, died there. 
He had been with John Hancock since 
1931. 








CHARLES E. WARD, 68, a former 
vice-president of Shenandoah Life, 
died in Richmond. He suffered a heart 
attack while riding in an automobile. 
Mr. Ward went to Richmond recently 
as manager for Richmond Life. 


MRS. CLAUDIA THOMAS ACHIL- 
LI, wife of Earl R. Achilli, assistant 
secretary of the Weekly Underwriter 
of New York City, was instantly killed 
when she fell in front of a New York 
subway train. Mr. and Mrs. Achilli 
were returning home and while stand- 
ing near the edge of the platform she 
apparently had an attack of dizziness. 
Both Mr. and Mrs. Achilli were for 
many years with the Rough Notes Co. 
at Indianapolis. 


KIRK A. LANDON, 56, executive 
special agent at Miami for nine fire 
and life companies and head of two 
Miami insurers, died there. Mr. Lan- 
don, born in Toronto, entered insur- 
ance in 1916, after graduation from 
University of Toronto. He became a 
naturalized citizen in 1921. Moving to 
Miami in 1941, he founded American 
Bankers of Florida in 1948 and Amer- 
ican Bankers Life Assurance of Florida 
in 1952. He founded the ‘“Florida-for- 
Eisenhower” movement and was as- 
sured of a top role in state politics with 
Eisenhower’s victory, but elected to 
remain with his thriving business. His 
son, Robert Kirkwood Landon, has 
taken over his late father’s business. 


CARRIE G. MORTON, 85, widow of William 
S. Morton, a founder of Home Beneficial Life, 
died at her home in Richmond following a 
long illness. 


sacs tt 2 AEE TED 
————— 





Howard J. Burridge, President. 

Louis H. Martin, Vice-Pres, & Secretary. 
John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 








A ‘A 3, S46. —432 Hurt Bldg., Tel. Walnut 
9801. Carl E. Weatherly, Jr., ‘Southeastern 


Manager. 
7 Essex St., Rm. 421, 
Win A. Scanlon, Vice- 


iN MASS.—20 
Tel. Liberte’ 2-1402. 
Pres. 
CHICAGO 4, ILL.—175 W. Jackson Bivd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago "Mer. 
A. J. Wheeler, Resident Manager. 


CINCINNATI 2, OHIO—i20 B. , +e Street, 
Tel. Parkway 2140. Chas. P. Wood Sales 





Director; George ©. Roeting, Associate Man- 
ager; Georg e E. Wohigemuth, News Editor; 
Roy Rosenquist, Statistician. 

D 1, TEXAS—708 Employers Insurance 
Bidg., Tel. Prospect 1127. Alfred E. Cadis, 
Seutiwentere Manager. 

DES MOINES 12, IOWA—3333 Grand Avenue, 
Tel. 17-4677. R. J. Chapman, Resident Manager. 
DETROIT 26, MICH.—1102 Lafayette Bidg., 
Tel. Woodward 3-2826. A. J. Edwards, Resident 
Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bidg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 


NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson. Resident Manager. 


PITTSBURGH 22, PA.—503 Columbia Bids. 
Tel. Court 1-2494. 
dent Manager. 
SAN FRANCISOO 4, CAL.—507 Flatiron Bidg., 
Tel. Exbrook 2-30654. F. W. Biand. Pacific 
Coast Manager. 


Jack Verde Stroup, Resl- 
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Franklin Life Stock 
Dividend on Tapis 


Charles E. Becker, president of 
franklin Life, in a message to stock- 
nolders said that at an early date he 
will recommend to the directors that a 
substantial stock dividend be declared. 
The amount of this has not been de- 
termined, but he expressed the belief 
that it will be at least equal to or in 
excess of the last stock dividend. That 
was in 1952 when a 50% stock divi- 
dend was declared. The capital pres- 
ently consists of 867,18712 shares of $4 
par value stock. 

The stock of Franklin Life has 
fnoved up very sharply in the market 
during the past year. It is currently 
selling at about $77 as compared with 
less than $30 a year ago. 

Mr. Becker told stockholders it is 
ynusual to issue this type of announce- 
ment in advance of a contemplated ac- 
tion, but he said every stockholder is 
entitled to complete disclosure of any 
important plans which may affect his 
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investment. 

At the same time, Mr. Becker said 
that the intrinsic value of the shares 
is not measured by cash earnings. 
Franklin Life has consistently been re- 
investing large portions of its earnings 
into expansion resulting in rapid 
growth. Life insurance sales today re- 
quire time to reflect profits. The value 
of this new production and seasoned 
business may be appraised by various 
methods. Some take capital-surplus 
plus a varied figure for valuing the 
business in force while others use a 
times earned formula. Mr. Becker said 
that using a formula widely recognized 
by many authorities, the net cash earn- 
ings of Franklin Life plus a conserva- 
tive valuation for the potential earn- 
ings and worth of the business in force 
increase produced an aggregate expan- 
sion in intrinsic value during .952 of 
$8.28 per share. Another equally ac- 
ceptable formula, he said, produces a 
figure of $8.67. 


Ia. Capital Bill Moves Along 


DES MOINES, IA.—The senate in- 
surance committee reported out a bill 
which would increase beginning finan- 
cial requirements for life stock com- 
panies from $250,000 to $350,000 for 
capital and from $100,000 to $150,000 
for surplus. 


Figures from Life Companies’ Year-End Statements Shown 





Total 

Assets 

$ 
American United Life .............. 100,014,232 
Gees EIR, TR oc cc ccceccseseess 2,097,48 
EC icb tab vce nde eudeanens 7,431,775 
eS) rer rr 456,500 
Farmers & Bankers Life ............ 33,711,137 
ci. OL eee ee 222,842,750 
Golden State Mutual ............... 7,129,334 
GROME WERE EMG oc. cc eciccicccescucis 446,027,252 
UME occ cassie sc acona ens 336,277,831 
CO OS Sy eee 269,137,949 
Kansas Farm Life ...............-. 1,763,835 
Knights Life, Pa. 48,483,201 
Minnesota Mutual 151,792,393 
Monumental Life 136,835,991 
Mutual Life ..... 2,267,496,993 
National Burial .. 11,152,340 
National Equity Life ............... 6,008,776 
Ce Serer 18,534,123 
National tite, SoD. 2.2... ccc ccccce 3,534,452 
Northwestern, Wash. .............--- 3,937,327 
Po OS eer rrr 23,202,087 
Standard of Gregem ....cccesccccces 49,747,053 
Vexas Prudential... ccc ccccssescce 23,107,812 

Union Central Life ................ 676,661, 
Union, Elf Bi nk. cic ceccececues 8,000,111 
Volunteer State Life ............... 51,976,304 
Wisc. National Life ................ 24,212,454 
Equitable Reserve Assn. ............- 14,444,919 
Polish National Alliance ............ 64,586,625 
Royal Neighbors of America .......... 142,964,648 


New business figures include the following revivals and increases respectively, first for 1952, then for 1951: (1) $1,820,950 and not given 


Increase Surplus to New Ins. in 

in Policy- Bus. Force Dec. 

Assets holders 1952 31, 1952 

$ $ $ $ 
5,065,617 8,510,850 93,576,071 526,301,551 
700,969 55, 19,103,400 60,029,181 
1,549,171 1,680,648 88,427,055 1,048,375,096 
33,9 164,0: 20,927,858! 20,413,942 
2,340,437 3,592,050 9,316,392 118,995,079 
29,353,807 14,500,000 317,787,794 1,352,638,788 
1,330,696 972,180 16,625,259 75,142,327 
32,235,315 23,020,682 265,786,758 1,776,936,986 
19,343,425 21,980,179 121,915,066 1,044,378,395 
16,087,875 12,687,203‘ 159,989,270 1,104,126,739 
539,356 247,827 7,527,933 34,026,309 
5,652,683 7,031,720 58,691,532 354,078,604 
13,326,435 8,528,222 162,590,318? 928,390,979 
11,813,76: 16,072, 86,828, 737,182,679 
71,072,812 198,468,344 325,909,679 4,648,703,850 
1,472,78 1,919,635 21,370,022 67,770,44! 
494,217 1,284,351 10,077,939 38,393,046 
1,309,811 1,263,690 7,163,782 70,580,378 
883,422 637,836 5,484,164 28,697,672 
375,288 496,849 6,220,767 33,381,774 
2,581,636 2,194,502 31,819,628 167,454,216° 
3,165,617 4,245,30. 21,909,317 175,394,095 
2,431,604 3,045,162 50,180,627 181,379,274 
18,462,749 32,190,119 154,403,395 1,559,052,259 
1,115,613 461 14,585,688 75,353,685 
2,661,189 4,310,233 32,010,544 214,500,824 
1,638,304 2,392,855 13,716,308’ 102,940,161 
FRATERNALS 

540,739 2,947,097 3,847,118 45,226,102 
4,225,883 1,390,972 15,589,300 237,597,668 
5,160,975 14,532,360 23,067,183 407,382,632 





Increase Prem. Benefits Total 
In Ins. Income Paid Disburs. 
in Force 1952 1952 1952 
$ $ $ $ 
38,917,608 10,966,729 6,655,567 10,392,080 
12,949,064 1,334,845 86,640 1,394,391 
298,454,283 7,982,311 6,179,794 7,472,273 
446,402 902,449 300,957 865,012 
3,774,030 3,282,722 1,145,924 2,806,357 
217,253,101 48,481,9 12,156,805 ,907,1 
7,904,296 4,440,241 1,090,272 4,347,281 
193,237,247 59,654,549 32,512,661 49,784,674 
73,088,668 30,994,662 17,124,643 47,404,032 
109,928,678 28,185,841 5,317,045 27,835,412 
6,282,842 770,243 119,432 388,080 
22,193,654 10,820,109 2,211,962 11,565,437 
98,509,074 21,358,398 9,241,447 16,934,819 
40,625,230 22,882,647 6,116,897 14,503,509 
132,980,321 141,415,581 120,251,387 224,559,972 
6,954,101 3,489,676 572,996 2,449,172 
6,542,991 926,257 216,997 675,668 
2,494,466 1,785,525 888,276 1,417,313 
3,630,923 1,463,661 375,873 ,441,4 
3,766,843 1,427,411 562,336 1,494,840 
14,759,470 5,546,186 1,335,779 4,391,634 
13,228,978 5,420,963 2,720,528 
13,306,140 596,585 1,133,900 3,926,629 
79,622,436 43,768,182 36,589,177 61,991,904 
6,588,858 2,130,579 360,363 2,226,381 
21,628,524 5.290,681 2,606,537 4,356,165 
8,340,085 3,599,226 1,336,449 2,724,235 
1,360,566 1,030,244 849,601 1,307.457¢ 
25,178,176 6,849,999 3,197,640 4,977,795 
7,279,102 8,760,626 6,605,308 9,364,458” 


; (2) $16,942,201 and $13,- 


807,889; (3) $404,260 and $344,950; (8) $312,583 and $296,088 (4) Excludes investment contingency reserve of $2,400,000. (5) Includes $5,804,754 of credit life 


insurance. (6) On cash basis. (7) On cash basis. 











Managers Seek Answers 
On Luring Collegians 


(CONTINUED ON PAGE 4) 
any successful agents who had gone 
into the life insurance business as their 
first job out of college. 

Mr. Engelsman summed up the dis- 
cussion of college recruiting by empha- 
sizing that the fact still remains that 
year after year the life insurance busi- 
ness winds up with fewer men and 
those who are left still have an aver- 
age income that is disturbingly low. 
He urged experimenting to try to cut 
down the high turnover among college 
graduates and to increase the prestige 
of the life insurance selling career 
among undergradutes and recent grad- 
uates. 

He said that one of the reasons the 
general agents don’t recruit as they 
might is that they have too many jobs 
and that maybe it is financially im- 
practicable for some of them to spend 
too much time in this work in view of 
the turnover and this is the reason that 
some general agents figuratively throw 
the new men up against the wall and 
hope that some of them will stick. 


Mr. Engelsman made it clear that he 


was not concerned about the Million 
Dollar Round Table members and 
other substantial writers, but rather 
about the difficulties of developing 
enough of the rank and file salesmen to 
go out and give the general run of 
moderate to low-salaried workers the 
kind of protection they need. 

He said that in writing pension trust 
business he was always impressed by 
the fact that outside of the main exec- 
utives in a corporation the employes 
had so little life insurance that what 
was provided under the plan usually 
increased their coverage by two and a 
half to three times. 

Frank Wenner, Connecticut Mutual, 
Utica, was program chairman and pre- 
sided at the conference. 


No Compromise in Mass. 


A compromise offer by Massachusetts 
labor unionists on non-occupational 
cash sickness disability has not won 
any support from industry or insurance 
people. The legislative committee on 
labor and industries hearing arguments 
on disability plans, heard the labor 
offer for a California type plan instead 
of a monopolistic state fund. However, 
such plans have been beaten three 
years in a row in Massachusetts, and 
apparently have even less chance now. 


Oshkosh Wins Prudential 


President's Trophy Again 


For the third time Prudential’s Osh- 
kosh district office has been awarded 
the company’s President’s Trophy. 

It was leading district office in 1946 
and in 1948. In 1952, it again outranked 
the other 474 company district offices 
in the U. S. and Canada. 

Besides Oshkosh, the district main- 
tains branch offices at Appleton, Fond 
du Lac and Sheboygan. Norbert C. 
Landgraf, manager at Oshkosh, has 
headed operations since 1949. 

The company’s San Diego, Topeka 
and Grandmont (Detroit) districts 
ranked 2nd, 3rd and 4th respectively. 

The President’s Trophy for “pioneer” 
districts—those established five years 
or less—was won by the Augusta, Ga., 
district office. 


Names McAdoo and Beatman 


Occidental Life has named Davis F. 
McAdoo assistant manager, and John 
J. Beatman assistant brokerage mana- 
ger for the Gillstrap branch at Chica- 


go. 

Mr. McAdoo was formerly super- 
visor of the A. & H. department of the 
James general insurance agency there. 
Mr. Beatman had been with Western 
& Southern Life. 








CENTRAL STANDARD LIFE 


Founded (WS — INSURANCE COMPANY 


211 W. Wacker Drive 


All forms of Life # Accident &% Health 


ALFRED MacARTHUR 
Chairman of the Board 


Chicag o 6 


E. H. HENNING 
President 
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CHANGES 





Vernon Phillips to Miami 
For Occidental, California 


Vernon L. Phillips will be trans- 
ferred to Miami March 1 as brokerage 
manager for Occidental Life of Cali- 
fornia, and John H. Marvin will suc- 
ceed Mr. Phillips as manager at Phil- 
adelphia. 

Messrs. Phillips and Marvin opened 
Occidental’s Philadelphia branch in 
1945 and developed it into one of the 


company’s top 10 production units. 
Mr. Marvin has been brokerage man- 
ager since 1945. 

Mr. Phillips will be associated with 
Branch Manager Lynn S. Haynes. 
Prior to joining Occidental in 1945, he 
was a field supervisor for Aetna Life, 
then agency supervisor in Philadelphia 
for Provident Mutual, and later brok- 
erage supervisor in that city for John 
Hancock Mutual. 

Karl C. Weller will continue as as- 
sistant branch manager and taking over 
as brokerage manager in Phildelphia 
is William B. Kirk who joined Occiden- 
tal as assistant brokerage manager 
there in 1950. 


Sink, Sherman, Sacksteder, 
Barber New General Agents 


Recently appointed general agents 
by Lafayette Life are Duane C. Sink, 
Omaha; Joseph P. Sherman, Akron; 
George E. Sacksteder, Dayton, and 
Raymond J. Barber, Memphis. 

Mr. Sink, an air force veteran, join- 
ed Lafayette Life in October of last 
year. Mr. Sherman, who went with the 
company at the same time, formerly 
was with Guardian Life. Mr. Sackste- 
der went with Lafayette Life last Dec- 
ember from Ohio National Life. Mr. 
Barber, formerly an assistant manager 








A Few Contract Benefits 
for Agents and General Agents 


© Liberal first-year commissions 

® Monthly expense allowance 

© Extra 2nd and 3rd year 
commissions (For Agents only) 

© Continuous service fee after vested 
renewals expire — 

© Attractive retirement plan 

© Success-proven training plans 

© Group life for career men 

© Expense free compensation plus 
Ist year and renewal overridings 
(General Agents only) 

© Vested overriding renewals 
(General Agents only) 


TERRITORIES OPEN 


Agency opportunities are open in these states 
Ohio Kentucky 


Pennsylvania Indiana 
New Jersey Illinois 
West Virginia 
North Carolina 
California 
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WRITE FOR full details on our Pros- 
perity Contract, if you’ve had successful insur-| ® 
ance experience and are 28 to 50. Address: 
Russell S. Moore, Manager of Agencies. 


250 E. Broad Street, Columbus 16, Ohio 








BETTER 
TOOLS 


offered you in a Midland Mutual 


Prosperity (nitiact 


Unique ‘‘Quick Closers’’ For 1 
Easily Selling Your Prospects 


The Foresighter 


——— 


with Northwestern Mutual, joined La. 
fayette Life in January. 


B. M. A. Appoints Two New 
District Managers in Fla. 


Business Men’s Assurance has gq 
pointed two district managers in Flor. 
da. Horace L. Middleton, who has 
with B.M.A. since 1946, will be dis. 
trict manager at Jacksonville, and 
Larry F. Finnell, also with the com. 











Horace L. Middleton Larry F. Finnell 





pany since 1946, district manager a 
Miami. 

Mr. Middleton formerly represented | 
the company at Dyersburg, as dis. 
trict supervisor. In addition to doing 
an outstanding job in recruiting, he 
has been one of the company’s lead- 
ing producers, qualifying each year | 
as a director cf the company’s honor | 








| 


| 


— For children 








Shift R. P. Allen to Dallas 


representative at Houston 


clubs. Mr. Finnell, previously at Jop- 
lin, Mo., has been a leading personal 
producer. Mr. Finnell has already es- 
tablished an office in Miami and Mr. 
Middleton will open the Jacksonville 
office shortly after April 1. 


Sechrest Pilot Life’s New 


Home Office General Agent 


Pilot Life Ins, 
has appointed 
Darrell Sech- 
rest general 
agent for its 
home office 
agency at 
Greensboro, N. 
C. He was for- 
merly with New 
York Life as 
agent and as- 
sistant manager 
at Charlotte. 


ce A REI me 





Darrell Sechrest 





& 


Robert P. Allen has been appointed 


district group supervisor of New York 
Life at Dallas. He succeeds John R. 
Maddock, recently transferred to Chi- 
cago as group annuity supervisor. 


Mr. Allen joined New York Life in 
952 and has been group home office 


a 


He at one time was with Prudential, 


both in group and ordinary sales work. 





Acacia Mutual Appointments 





The Protect-Her — For women eee ple 

é cacia Mutual Life has name - 

The Compensator-— For Saving - yong manager at Jochen 

e : air force veteran, Mr. Marshall has 

The Securitor — For supplementing been in the business at Jacksonville 

social security oer 

The company also has established a 

The Cancellator — For mortgage new agency at Miami with James 0. 
The Annuitor F tection and| “~°%? 3% manaeer. 

nnvuito — ror protection 

ee income | ° Baltimore Life has promoted Carl E. 

Wise to home office supervisor at 

The Econo-Check — For easy payments Washington, Pa. Mr. Wise joined the 


company as a special agent in 1950 


Plas other unusual Selling Aids . 


agent at Lexington, has been appointed 
general agent emeritus of the Kentucky 
agency. 





J.Norman Wigginton, former general 





Robert H. Jones has been appointed 


supervisor at Detroit for Great-West 
Life, and Edward H. Craig has been 
given a similar post in the company’s 
Spokane branch. Mr. Jones, who en- 
tered the business in 1951, wiil be as= 





XUM 








joine 
pany 
Cal., 

isar 
comp 
Mill 
Club. 





ey 27, 1959 
—= 
, joined La. 


o New 
Fla. 


ce has ap. 
rs in Flori. 
10 has 

ill be dis. 
ville, ang 
1 the com. 








F. Finnell 
anager at 


ach year | 
y’s honor | 


Ksonville | 


Ww 


Agent 


Life Ins, 
ppointed 
| Sech- 
sneral 
for its 
office 
cy at 
oro, N. 
yas for- 
ith New 
sife as 
nd as- 
Nanager 
otte. 


s e 


pointed 
vw York 
ohn R. 
to Chi- i 
r. ; 
Life in 
- office 


lential, | 
; work. 


1ents 
i Phil- 
nville. 
all has 
mnville 


shed a 
1es O, 


‘arl E. 
or at 
id the 
50 


_ Stait manager in 1946. 


February 27, 1953 


LIFE INSURANCE EDITION 


13 





sociated with Arthur P. Johnson, 
pranch manager, and Mr. Craig, who 
started in life insurance in 1947, will 
work with Manager A. E. Kilhefner. 





General American Opens 
New Los Angeles Agency 


General American Life has estab- 
lished a second general agency in the 
greater Los Ange- 
les area and ap- 
pointed Maurice 
Levine as general , 
agent, with office 
at 4427 West Pico 
boulevard. Allen 
Ogilvie, who has 
been general agent 
in Los Angeles 


since 1948, is at 
510 West Sixth 
street. 





Mr. Levine, 47, 
has spent most of 
the past 23 years 
in insurance and| 
prior to this change was with Pacific | 
Mutual Life. Since 1947 he has devoted | 
most of his time to supervisory re-| 
sponsibilities as field supervisor and | 
associate general agent. He is now} 
completing his requirements for the | 
C.L.U. designation. 


Maurice Levine 








Beneficial Names Hawkins 


Beneficial Life has appointed Wil- 
liam B. Hawkins 
general agent at 
Denver succeeding 
Clem P. Hilton, 
who returns’ to 
personal produc- 
tion. 

Mr. Hawkins 
joined the com- 
pany at Glendale, 
Cal., in 1951. He 
is a member of the 
company’s Quarter 
Million Dollar 
Club. 





William B. Hawkins 


Up Hoepner at Davenport 


Arthur A. Hoepner has been named 
manager at Davenport for Guardian | 
Life, effective March 1. | 

Mr. Hoepner entered life insurance | 
in 1943. He is president of Life Under- | 
writers Assn. of Davenport. 


Gibralter Names Powell 


W. H. Powell hs been named regional | 
sales director for Gibralter Life in| 
southwest Texas with offices in Austin. | 

Mr. Powell’s territory comprises San | 
Antonio, Corpus Christi, the Rio! 
Grande Valley, and west south-Texas. | 


| 





Prudential Appoints Portsche, Hahs | 

Prudential has appointed Harold A. | 
Portsche staff manager at San Jose, | 
Calif., and Millard F. Hahs staff mana- 
ger at San Francisco. 





e R.R. Rust, formerly supervisor of the | 
Midwestern territory for National L&' 
A., with headquarters in Nashville, has | 
been named manager at Topeka to suc- | 
ceed Edwin Hopfer, who continues with | 
the company. 





e Great-West Life has appointed 
Byron L. Taggart assistant group su-| 
pervisor at Philadelphia. | 





e Paul F. Fagan has been appointed | 
head of Prudential’s Fairlawn district | 
office at Akron to succeed James H.| 
Brennan, transferred to the Brook Park | 
district at Cleveland. | 

With Prudential since 1936, Mr. 
Fagan has been in charge of the Rav- | 
enna detached office of the Warren 
district. He originally was an agent in| 
the Warren office and was advanced to 


Form Graduate Society 


of Marketing Institutes 


Organization of the Graduate Society 
of the Institutes of Insurance Market- 
ing has been completed with 325 charter 
members. Fred G. Kimball of New 
York was elected their first president. 
He is a former associate director of the 
Purdue institute and is new assistant 
nan of basic training of New York 

e. 
The Graduate Society will serve the 
campus courses at Purdue and South- 


ern Methodist in much the same way 
that the American Society of C.L.U. 
supports the American College. Only 
qualified graduates of the Purdue and 
S.M.U. schools are eligible for mem- 
bership. 

Grady H. Forgy, Jr., John Hancock, 
Little Rock, and Austin D. Rinne, 
Northwestern Mutual, Indianapolis, 
have been chosen as vice-presidents. 
T. O. Williams, Norwich, N. Y., is sec- 
retary; and Elwood N. Chambers, 
Lexington, Ky., treasurer. 

At a meeting of the directors at 


Purdue, plans were made for the cam- 
pus training breakfast scheduled for 
the morning of Aug. 27 as one of the 
activities of the Cleveland convention 
of National Assn. of Life Underwriters. 


Bowles, Andrews & Towne 


Makes Thompson Partner 


Edward H. Thompson has been made 
a partner in Bowles, Andrews & Towne. 
T. Coleman Andrews has resigned to 
become commissioner of internal reve- 
nue. 
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IVIDENDS to Connecticut Mutual policyholders in- 
creased 10.25%, on the average, for 1953 over the 
| 1952 scale. This is the sixth such increase in 10 years 
and means that dividends are 49% greater on the aver- 
| age than they were in 1943. This increase in dividends 
applies to old policyholders as well as new, thus reduc- 
ing the cost of insurance to all policyholders. A total of 
$16,000,000 will be distributed in dividends in 1953. 


At the same time we shall continue to pay 344% interest 
on money left under optional settlement contracts. Here 





f 


New insurance, $272,985,413 


HIGHLIGHTS OF OUR 


~ 


107TH YEAR 


1952 over 1951 
up $15,539,248 








~ 


Total Income, $147,725,243 





Insurance in force, $2,447,704,141 
Reserves for 1953 dividends, $16,000,000____________. 
Paid to policyholders and beneficiaries, $72,425,606 


up $174,533,367 
up $2,695,000 
up $3,440,769 
up $9,118,894 





Total Assets, $954,798,925 


up $66,447,786 





up $3,409,700 





Surplus, $48,790,225. 





The net interest rate earned after Federal Income Tax was 3.54% 
Surplus and contingency funds total $66,163,861. 
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are some figures that show the importance of the inter- 
est rate. At 314% only $37,453 of life insurance is 
needed to produce a monthly interest income of $100. 
If the rate were 3% the amount needed would be 
$40,486. At 234% the amount needed would be $44,248. 
At 214% the amount needed would be $48,544. 


To assure utmost safety for policyholders, $16,365,697 
was added to surplus and special reserves during the 
year, in addition to maintaining policy and annuity 
reserves on a basis more conservative than that re- 
quired by any state. 


Thus The Connecticut Mutual serves its members with 
the best insurance protection at the lowest cost possible, 
with liberal benefits for beneficiaries. 
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ACCIDENT AND 
HEALTH POLICIES 
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(Commercial or Non-Cancellable) 





@ Annual Dividends. 


Offer these ° 
unique advantages: 


10° increase in benefits for annual 
premiums, 5% jor semi-annual. 


@ All passenger air travel covered. 


No reduction in benefits at older 
ages. 


VESTED COMMISSIONS PLUS PERSISTENCY COMPENSATION 








TODAY—send for full details, plus business-building sales kit. 
LIFE-ACCIDENT AND HEALTH 
A GUARDIAN % ......- Goon, OF AMERICA 


FIFTY UNION SQUARE NEW YORK 3, N. Y. 


OVER A BILLION DOLLARS INSURANCE IN FORCE 








HAPPINESS GUARANTEED 


‘There is a destiny that makes us brothers; 
None goes his way alone. 
All that we send into the lives of others 


Comes back into our own." 


This thought from the pen of Edwin Markham 
indicates why you, a life underwriter, can find 
great happiness in your work. In your business 
the pay is not alone in dollars, but it is also found 
in the warm handclasp of the widow you helped 
—the friendly smile of your retired policyowner 
—Bill's ‘‘thanks’’ when he comes to say goodbye 
as he leaves for college. Your job, well done, 


means happiness guaranteed. 
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COMPA 


Salt Lake City, Utah 





David O. McKay, President 
$274,000,000 Life Insurance In Force 











NEWS OF COMPANY MEN 





Connecticut General 
Makes 9 Changes 
In Its Home Office 


Connecticut General Life has made 
nine appointments in its home office. 
They involve: . 

Morgan H. Alvord, named 2nd vice 
president, group pension department; 
Paul E. Britt, 2nd vice president, group 
sales department; Richard T. Sexton, 
2nd vice president, life underwriting 
department; George W. Young, 2nd 
vice president, reinsurance department; 
James C. Parr, secretary, securities de- 
partment; Albert D. Bosson, assistant 
secretary, group pension department; 
Douglas B. Hunter, assistant secretary, 
group pension department; William W. 
Keffer, assistant actuary; and F.. Rus- 
sell Schneider, assistant actuary. 

Mr. Alvord, secretary of the group 
pension department for five years, 
joined Connecticut General in 1924 in 
its actuarial department. He was trans- 
ferred to the group department in 1929 
and became chief clerk, group pen- 
sions, in 1936 and assistant actuary in 
1940. 

Mr. Britt, secretary of the group 
sales department since 1948, joined 
Connecticut General as a claim ex- 
aminer in 1926, was appointed chief 
group underwriter in 1941 and assist- 
ant secretary, group department, in 
1944. 


Mr. Sexton, secretary, life under- 
writing since 1947, has been associated 
with Connecticut General for 31 years. 
In 1929 he was appointed life under- 
writer; in 1943, senior life underwriter; 
and in 1945, assistant secretary. Mr. 
Young; secretary, reinsurance depart- 
ment, for three years, joined Connecti- 
cut General in 1945 after air force serv- 
ice. He was appointed assistant ectuary 
in 1947 and associate actuary in 1949. 

Mr. Parr, in Connecticut General’s 
investment department, joined the 
company in 1937. He was appointed 
assistant secretary in 1948. Mr. Bosson 
joined Connecticut General in 1946 
after army service. He was appointed 
supervisor, coverage division, group 
pension department, in 1948, supervisor 
of the contract division in 1950 and ad- 
ministrative assistant in 1951. 

Mr. Hunter entered the company’s 
actuarial department in 1940 and was 
transferred to the group pension de- 
partment in 1942. He became super- 
visor, contract division, group pension 
department, in 1948; supervisor, under- 
writing division in 1950 and senior 
underwriter in 1951. He is a veteran. 

Mr. Keffer, an actuarial assistant, 
group insurance department, for two 
years, joined Connecticut General in 
1946 in the actuarial department and 
in 1948 became supervisor of its policy 
change division. In 1950 he was trans- 
ferred to the group insurance depart- 
ment. He is an air force veteran. Mr. 
Schneider went with Connecticut Gen- 
eral in 1947 in the actuarial depart- 
ment, became supervisor, actuarial di- 
vision, group pension department, in 
1948, and actuarial assistant in 1951. He 
also served in the air force. 

Messrs. Alvord, Young, Keffer and 
Schneider are fellows of Society of Ac- 
tuaries. 


Named Assistant Secretary 


Life of Virginia has advanced Frank 
H. Stringfellow, manager of the pen- 
sion department since 1951, to assistant 
secretary. Mr. Stringfellow joined the 
actuarial department in 1946, and 
~~ to the pension department 
in , 








Lincoln Income Appointment 

Lincoln Income Life has advanced 
George K. Seitz, manager of proce- 
dures since 1951, to comptroller, and 


appointed John T. Acree III, purchas- 
ing agent and personnel supervisor. 


Cannon, Robinette, Ashton 
Raised by Beneficial Life 


Beneficial Life has promoted George 
I. Cannon an officer and assistant sec. 
retary of the com- 
pany; Martin L. 
Robinette superin- 
tendent of agents; 
and Conway A. 
Ashton, company 
attorney. 

Mr. Cannon 
joined the agency 
department in 
1945. He has 
served as supervis- 
or of advertising 
and education and 
as agency secre- George I. Cannon 
tary. Mr. Robinette went with the com- 
pany at San Jose, Calif. in 1942 as qa 
field representative, later transferred 
to Sacramento, and in 1951 was ap- 
pointed field supervisor. 

Mr. Ashton, a graduate of the Uni- 











Robinette 


Martin L. Conway A. Ashton 
ee 


versity of Chicago law school, joined 
the company in 1945 in the claims de- 


partment. He will assist Ashby D. 
Boyle, general counsel. 


Clements to Nat'l L. & A. Board 
C. R. Clements, Jr., vice-president 
and executive assistant of Naticnal L. 
& A., has been elected a director suc- 
ceeding the late J. Mac Peebles who 








ACTUARY 


Our organization has not advertised 
previously for anyone with actuarial 
qualifications. We are interested, how- 
ever, in adding to our actuarial staff 
two people: 


(1) A Fellow or Associate with or 
without experience in consult- 
ing work. 


(2) A younger man or woman who 
intends to complete the actuarial 
requirements. 


Any communications will, of course, be 
received in confidence and can 
made either by calling any senior 
member of our firm or by writing to 
the attention of 

Eugene H. Seibert 

Edwin Shields Hewitt & Associates 

Libertyville, Ilinois 
Telephone—Libertyville 2-4080 
From Chicago call BRiargate 4-7500 








OPPORTUNITY 
FOR CAREER PEOPLE 


If you are interested in making 
Life Insurance selling your career, 

If you want to become a Life In- 
surance Counsellor instead of a ped- 
dler of $1000 policies, 

If you want to make more money; 
then write to 

J. Allen Porterfield, Field Manager 

EQUITABLE RESERVE ASSOCIATION 

Neenah, Wisconsin 

(Good territory open for men or women in 








Illinois, Michigan, Minnesota and Wisconsin.) 
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was vice-president and general coun- 


1. 
eur. Clements, with the company 
since 1932, served in the field until 
he went to the home office as field 
supervisor in 1936. He became an as- 
sistant vice-president in 1946 follow- 
ing naval service and was advanced 
to his present position last November. 





Slade, Miller, Steele Win 


Peninsular Life Promotions 


Peninsular Life has advanced N. C. 
Slade, Jr., from assistant treasurer to 
treasurer, W. Clyde Miller, from as- 
sistant secretary to assistant vice- 
president, and Ernest C. Steele to as- 
sistant actuary. 

Mr. Slade has been with the com- 
pany for seven years, and Mr. Miller 
since 1935. Mr. Steele joined the com- 
pany in 1950 and before that was with 
Occidental Life of North Carolina. 





Joseph Wadsworth Named 


Ass't Secretary, Travelers 


Joseph Wadsworth has been ap- 
pointed assistant secretary for Travel- 
ers. An attorney in the company’s law 
department, he will continue in that 
capacity. He joined Travelers as an 
attorney: in 1946. 

Mr. Wadsworth graduated at Uni- 
versity of Virginia in 1934 and before 
going with Travelers was with law 
firms in New York City. 





Irvine, L.I.A.M.A. Actuary 
Head, to New York Life 


Thomas Irvine, formerly with L.I.- 
AM.A., has joined New York Life as 
executive assistant, agency research 
division. 

Mr. Irvine entered the actuarial de- 
partment of Metropolitan Life in 1935. 
In 1946 he joined L.I.A.M.A., as a con- 
sultant, company relations division, 
and later as actuary, research division. 
Since 1951 he has been an officer of 
L.1.A.M.A. and was head of the actu- 
arial division. 





Two Rothschilds Promoted 
by Sun Life of Maryland 


Sun Life of Maryland has elected 
Arnold Rothschild supervisor of agen- 
cies and assistant secretary; and Stan- 
ford Z. Rothschild, Jr., assistant treas- 
urer. 

Arnold Rothschild went with Sun 
Life after serving in the marine corps. 
He was promoted to the field training 
division in 1948 and was made agency 
supervisor in 1950. 

Stanford Z. Rothschild, Jr., a navy 
veteran, joined Sun Life in 1947 and 
in 1950 became manager of its invest- 
ment department. 





Dewey, McCullom Named 


American L. & A. has appointed A. 
W. Dewey and Edward J. McCullom 
vice-presidents, and H. Norman Scho- 
epf assistant secretary for the direct 
mail division. Mr. Dewey, also named 
to the board, will continue as branch 
manager at Kansas City. 





Blanchette, Smith Raised 


Francis T. Blanchette and R. Lee 
Smith have been advanced by New 
World Life of Seattle to assistant actu- 


Mr. Blanchette, a World War II vet- 
eran, has been office manager and pur- 
chasing agent since 1948. Mr. Smith, 
also a veteran, has been manager of 
the actuarial department since 1948. 





¢ United American Life has advanced 
J. Howard Alltop, assistant secretary 
and former personnel manager, to the 


board. He has been with the company 
since 1931. 





e Gleaner Life has named Harvey L. 
Raschke chief underwriter. Since 1947 
he had been chief underwriter for Fed- 
eral L. & C. 


Ind. Leaders Club Card 


Speakers for the first day of the 
April 24-25 annual meeting of the In- 
diana Leaders Club, quarter-million 
qualification group, will be Noble 
Schlatter, Fort Wayne attorney, “Com- 
edy of Errors”; Glen O’Laverty, Busi- 








ness Men’s Assurance, Bluffton, Ind., 
“What Are You Selling?” and Robert 
A. Judd, Phoenix Mutual, Madison, 
Wis., “Do It With Diagrams.” The 
speakers will be followed by the an- 
nual business meeting. 

On April 25, William B. Minehan, 
secretary Northwestern Mutual, will 
speak on estate planning; Arthur 
Priebe, Penn Mutual, Rockford, IIL, 
on business insurance and C. S. Ohsner, 
Columbus, O., “Today’s Market for 
Business Life Insurance.” 





Triennial Examinations Wanted 
The Texas house has passed a bill 


requiring the department to examine 
Texas insurers every three years. The 
requirement has been two years. 


Franklin Life Fetes Huether 


Franklin Life honored Russell Hue- 
ther of St. Louis at a luncheon attended 
by more than 100 associates marking 
his third successive million dollar 
year. James A. Hands, vice-president 
and manager of agencies; F. J. O’Brien, 
vice-president and director of sales 
promotion, and Ralph Burd, chief un- 
derwriter, were on hand from the home 
office. 
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ANNOUNCEMENT 


From time to time during the next several months we shall discuss in a 
series of advertisements the advantages and benefits of advertising in The 
National Underwriter. We intend to do this in a manner that we hope will 
be regarded as both sensible and convincing. We intend to be factual and 
informative rather than argumentative. 


Insurance has become one of the most important businesses in the 
United States. In both magnitude and influence, it greatly overshadows many 
other industries and businesses that the public believes erroneously to be 


larger and more important. 


Because of its great size and the numerous ways in which it affects the 
daily lives of so many people, insurance should have an intelligent and 
efficient trade press. It has. The leading insurance papers will bear com- 
parison with those of any other important business. 


Make the test yourself. Think of any business for which you have 
respect, and then look over the trade papers serving it. You will discover 
that The National Underwriter is doing not only as good a job as the leading 


trade papers in any other field, but in most cases a very much better and_ 


more thorough one. 


It is unfortunately true that other businesses are more inclined to recog- 
nize the necessity and value of their trade press than the insurance business 
seems to be. Perhaps this may be the fault of the insurance papers themselves. 
In the past they may not have presented their case in the most attractive light. 


However that may be, we shall try during this series of advertisements 
to create in the minds of insurance company officials an appreciation of the 
insurance trade press as a whole and of The National Underwriter in particular. 


The dictionary states that to appreciate means “to set a true value upon”’. 
By the time this series of advertisements has been concluded we hope that 
company officials will set a true value upon The National Underwriter as 
the leading weekly newspaper of the great business of insurance; the paper 
that is read and referred to more than any other and consequently the paper 
beyond all others in which advertising messages are most likely to be read. 


LeNATIONAL 
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ACTUARIES 














CALIFORNIA A 
COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Les Angeles 











ILLINOIS 


| CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 























Harry S. Tressel & Associates 
Certified Public Accountants 
10 S. La Saile St Chiego 3, Ilincte 
* Telephone FRanklin 2-4620 
il 8. Tressel, M.A.1.A. 


a. w B.A. Wm. H. Gillette, 0.P.A. 
%. A. Moscovitch, A.8.A. WwW. P. Kel 
Rebert Murray 

















INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 














NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 
ST. LOUIS KANSAS CITY 




















NEW YORK 
Consulting Actuaries 
Auditors and Accountanés 


Welfe, Corcoran & Linder 
110 John Street, New York, N. Y. | 




















OKLAHOMA 
W.J. BARR 


Consulting Actuary 
HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 














PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
PHILADELPHIA 











VIRGINIA & GEORGIA 
BOWLES, ANDREWS & 
TOWNE 





Consulting Actuaries 
Empleyee Benefit. Plans 
RICHMOND ® ATLANTA 











COMPANIES 





Pacific Mutual Ordinary 
in Force Passes $1 Billion 


January production of Pacific Mutu- 
al Life boosted its total of ordinary 
business in force past the $1 billion 
mark. 

Combined group and ordinary in 
force reached $1,366,000,000 at the end 
of January, with group life accounting 
for $366 million. 





Western Farm Bureau Life 


in Six-State Operation 


Western Farm Bureau Life, Denver, 
is now licensed in six states—Arizona, 
Colorado, Idaho, New Mexico, Oregon 
and Wyoming. The new stock company, 
which has just begun issuing policies, 
is capitalized at $200,000 with con- 
tributed surplus of similar amount. 

Ezra Alishouse is president; E. Duane 
Bingham is vice-president, and O. 
James Price is general manager. Mr. 
Price was with Southern Farm Bureau 
Life and most recently with Cal-Farm 
Life as director of sales. 





Form Union Bankers Life 


Union Bankers Life has been organ- 
ized at Dallas and will be directed by a 
majority of the officers of National 
Bankers Life of that city. Its home 
office will be at 4709 Ross avenue. 

The new company has been capital- 
ized on a no par capital stock of $500,- 
000. The company’s “A” series of com- 
mon stock has been purchased by the 
management, and a “B” series will be 
offered to stockholders of National 
Bankers Life. 

Licensed as a reinsurer, Union Bank- 
ers also will write a full line of life and 
personal coverages. 

President is Pierce P. Brooks, who 
also is president of National Bankers 
Life. Other officers, all of whom hold 
executive positions with National 
Bankers, are J. H. Perry, executive 
vice-president; L. F. Hall and L. H. 
Graves, vice-presidents, and E. Greg- 
ory, secretary. 





C.I. T. Forms Life Company 


Patriot Life, a susidiary of C.I.T. 
Financial Corp., has been incorpor- 
ated in New York with home offices 
at 1 Park avenue, New York City. 

The company, with an initial capital 
surplus of $1 million, will specialize at 
Lona outset in reinsurance and creditor 
ife. 

Arthur O. Dietz, president of C.I.T., 
is chairman, and Henry Itleson, Jr., 
C.I.T., executive vice-president, is 
president and executive committee 
chairman. 

C.1.T. for some time has operated 
Service Fire and Service Casualty in 
the property field. 


To Merge Nebraska Nat'l 


Great Plains Life of Lubbock, Tex., 
which recently purchased Nebraska 
National Life of Lincoln, plans to trans- 
fer the latter company to Lubbock at its 
next stockholders’ meeting. Nebraska 
National eventually will be merged 
with Great Plains. 





Buys Mercury United 


Mercury United Life of San Antonio 
has been purchased by American Casu- 
alty & Life of Dallas. 

The company will be moved to Dal- 
las and integrated with American C. & 
L.’s operations. 


Another Hancock Ad Award 


John Hancock Mutual Life has re- 
ceived an award of merit from Ameri- 
can Assn. for State and Local History 
for “its sensitive and unusual series of 


nationally circulated advertisements 
utilizing American historical, bio- 
graphical and folk materials.” 

The association publishes “American 
Heritage,” a quarterly, in which sev- 
eral John Hancock advertisements 
have been reproduced to illustrate ar- 
ticles. 





Building on Planning Board 

The north central home office build- 
ing of Prudential in Minneapolis is in 
the planning-board stage. 





e Equitable Society is planning to con- 
struct a $520,000, four-story office 
building in Atlanta to house its head- 
quarters there. The company now 
maintains offices in another building 
in the city. 





e National Life & Accident will erect 
a single-story district office on Grand 
avenue and another on South Hampton 
avenue, St. Louis. 





e Influenza vaccine was made availa- 
ble without cost to more than 1,300 
home office employes by Occidental 


—— 


J. H. Graves Now V.-P. of 
National Old Line, Ark. 


J. Herbert Graves, until Jan. 15 
Arkansas insurance commissioner, has 
been elected vice-president and a di- 
rector of National Old Line Life of 
Little Rock. 

Mr. Graves served two terms as 
commissioner. During an interval he 
was general agent and Arkansas man- 
ager of Kansas City Life. For 3% years 
prior to his retirement, he was zone 
5 chairman of National Assn. of Insur. 
ance Commissioners, and had served 
as head of several committees, includ- 
ing that on federal legislation during 
his first term which had before it the 
problem of finding a satisfactory way 
of continuing state supervision over 
insurance after the S.E.A.U. decision, 





Raise 3 at Home Office 


Three members of the investment 
department of Massachusetts Mutual 
Life have been promoted. 

George P. Jackson, Jr., and George 
S. Smart were named assistant invest- 
ment secretaries, and Nathan S. Garri- 





son, was made manager of the invest- 
ment records department. } 
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IV] Life 
lv] Health 
lv) Accident 


V] Hospitalization 
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10-Question Formula 


Once started on the treadmill of our 
careers, few of us ever step aside to 
see what lies ahead, to readjust our 
own personal objectives, and to ana- 
lyze our capacity to reach the next 
rung, H. Ferris White, Jr. told the Chi- 
cago Assn. of Life Underwriters in 
talking about “Time Out for Self-Ap- 
praisal.” Mr. White, who is a member 
of Booz, Allen & Hamilton, management 
consultants, was speaking at the first 
of a series of Saturday morning sales 
forums—“You are Better Than You 
Think!” is the theme—sponsored by 
the association. 

The speaker pointed out that al- 
' though his organization appraises per- 
, sonnel of top management positions in 

organizations, the same could be ap- 

plied to individuals in the life insur- 
ance business, the main idea being to 
develop specific points against future 
_ requirements and knowing where train- 
ing needs to be applied. He said that 
executives are beginning to accept such 
an appraisal as standard practice to be 
done at regular intervals. This is not an 
appraisal of past performance, but a 
study of current strengths as they may 
be applied to challenges of the future. 
While this has proved invaluable in 
organization planning, few individual 
executives are aware of the importance 
of taking the same objective look at 
_ their own personal positions. 
e eo s 
Mr. White said he personally could 
not give his audience any over-all ob- 
jectives and answers for them as in- 
dividuals, but suggested 20 quesitons 
to be used in reviewing ambitions, 
present position in life and the road 
ahead. These questions answered hon- 
estly should highlight some of the 
problem areas faced in moving towards 
personal goals and organization goals. 
| The first 10 questions have primarily 
to do with present work while the last 
10 relate to family life appraisals. Go- 
ing on the theory that business activity 
cannot be divorced from personal life, 
he said that both must enter into any 
accurate appraisal of potential for the 
future. 

The first ten questions, and Mr. 
White’s opinion in part, are: 

I. Do you have a clear understanding 
of your present responsibilities? Many 
men carry heavy over-loads, merely 
because they have never taken the 
time to clarify the functions assigned 
to the position they occupy. They will 
spend days on marginal problems that 
contribute little to the basic job to be 
done. When they find they are falling 
behind schedule on a program, they 
have a ready defense of over-work and 
detail requirements. 

When we successfully complete a 
+ Program or a large sale, the satisfaction 
_ of this achievement tends to blind us. 
| We do not insist on a clear picture of 
| the impact of this achievement as it 
| May affect our ability to move along 
_ the road. We tend to be dazed with our 
_ Success in this individual venture and 
) fail to realize that its primary impor- 
* ‘ance lies in the broadening of our 

abilities and preparing us to become 
More effective in tackling the next 
major target. In this personal victory 
we may have violated some basic sell- 
ing principles and actually may be im- 
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Sales Ideas That Work 


White Gives Chicago Agents Association 





for Self-Appraisal 


pairing our effectiveness in developing 
an intelligent, long-range selling plan. 

Personal success is obviously made 
up of a series of individual achieve- 
ments, but maximum satisfaction will 
ceme when these achievements are 
pointed in the same direction towards 
a predetermined target, and in any 
event it is worth while from time to 
time to reappraise the plan of attack 
and just what this means in terms of 
time and effort required. This will 
lead toward a clearer routine and leave 
more hours for plotting special ap- 
proaches as needed. 

II. Does your job represent a real 
challenge to you? The challenges that 
remain after the introduction period 
are the tests of whether or not the posi- 
tion is one that will permit continued 
growth. 

III. Are your abilities spread into too 
many channels for best over-all per- 
sonal performance? Too wide a spread 
of effort makes it impossible to apply 
oneself along the line that will show 
good progress and permit competent 
handling. More specifically, too many 
prospect contacts may dilute promo- 
tional effort pointed towards a pros- 
pect of great potential. Sometimes the 
first evidence of this is in the number 
and variety of call reports required. 
Some of us get so intrigued with the 
rising volume of detail that this be- 
comes an end within itself—the more 
the better. We have to draw back and 
start qualifying our prospects so that 
we can pull back into a few selected 
channels in which we can show head- 
way and get end results. 

IV. Are you neglecting vital routine 
in order to chase new prospects? In 
special new offerings or projects which 
appear especially intriguing—which are 
usually designed to build enthusiasm 
and usually are surrounded by an aura 
designed to build enthusiasm through 
the entire group—we neglect the rou- 
tine which we had laid out for our- 
selves. We frequently end up by riding 
the merry-go-round of new projects, 
and we are forced to run around put- 
ting out fires started by neglect of 
routine. 

V. Are you moulding the job to fit 
your own strengths? As individuals 
you have the responsibility of first 
getting a full understanding of your 
job requirements and then appraising 
your various abilities or strengths to 
meet these requirements. None of us 
can match the specific requirements of 
any job when viewed objectively. 

VI. Are you dodging additional re- 
sponsibility? In the business world as 
it is today, we run a real danger if we 
cannot remain flexible and willing to 
change our short range objectives from 
time to time in the light of new op- 
portunity. Once we have lost the ability 
to move with the changing business and 
economic scene, we will have lost 
stature in the eyes of our customer 
market. This may sound like a para- 
dox when considered against question 
four, but for best personal aecomplish- 
ment we should establish a need be- 
tween the two and remember that no 
business can remain static. 

VII. Are you working with minimum 
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Financial Statement 
as of December 31, 1952 











ASSETS 

US. Government Bondses. << ccscccccccccdccccccccsccssscesces $ 7,624,090.01 
Public Utility Bonds................4.- digsauderEconedaaciaa 3,728,703.55 
State, County, and Other Bonds................ceeeeeeeeeeees 5,222,663.24 
WRGLGeaCtee CUNO eo ie oa dcades ccccenececcdcasvacidacodacceucd 595,000.00 
Mortgage Loans............+. Radedadsédecdedeaccdencceduueasas 6,843,808.25 
Policy Loans............++ RCCL ETRE UCI LCC Te Siubakancecees 1,691,435.92 

Heel Mth OWE io oo doce cne va dec caddccasececceecscscccteeeos 
(Including Home Office Property)..........ceeseeeeeeeeeeee + 285,299.58 
Real Estate Sold Under Contract............csceeeeseceeeeeees 434,152.91 
CARE Oe TINIE aa soc wanda denned deste udnd dciddecusedevadqcece 593,291.94 
Interest Due and Accrued on Investments.............02eee0e. 166,281.10 
Net Uncollected and Deferred: Premiums..............seeeeee: 491,421.41 
PAIR CAGE SROs oi viaivo sic cicteccuccccdecceudscceecececaccsceece 37,454.27 
Total. ........ OT CETTE CTC ETI TCC LOUT CT CRC ECT CTE $27,713,602.18 

LIABILITIES 

Phew RESGRU GS ask oien cc ela daddcetevidcaseteridceciciussctes $23,487,019.86 
Additional Policyholders’ Funds............2.ececeeeseceecces 580,836.44 

Reserve for Police Clans ccs ccccscecsccstccentcecedoveccece 
(For Claims Reported but not yet completed)................ 79,552.28 
Reserve for Premiums and Interest paid in advance............ 314,798.52 

Reserve for Policy Dividends held on deposit and.............. 
dividends payable in 1953..............ccceeee cece cece eeeees 1,080,059.26 
Reserve for Taxes, Other Liabilities & Contingencies.......... 150,437.09 
Weoley E laltiticgessasececs d causes cvteddvasdacndssdcustiode $25,692,703.45 

SURPLUS FUNDS EXCLUSIVELY FOR 
PROTECTION OF POLICYHOLDERS: 

Special Contingency Funds..............cccceeccceevccceccees 50,000.00 
Unassigned Surplus Funds..............ccceecccscteeeccecees 1,770,898.73 
Paldiy Capital Stiles ic coccccvccinccvssccecdscveseesewcuseoces 200,000.00 
EORGE AMMMMis oe ccccccaceess PTET CC COT TOT CCP ECCT TEE $27,713,602.18 


INSURANCE IN FORCE—$112,379,378.00 

1952 was another outstanding year in Victory Life history, as we reached 
new highs in Insurance in force, income, surplus and assets. 

We are planning a big expansion program for 1953 and have attractive 
offerings available in new territory. 

If you are interested in a connection as Supervisor or General Agent in 
Kansas, Missouri, Nebraska, Texas, Colorado, Arkansas, New Mexico or 
Oklahoma, write for complete information. 


The 
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THE PHILADELPHIA LIFE INSURANCE COMPANY 
is pleased to announce the appointment of 
JACK WARDLAW 
as Regional Director in the State of North Carolina. 


This appointment means that Mr. Wardlaw will further develop 
the State of North Carolina through the appointment of General 
Agents. Mr. Wardlaw started his career with the Philadelphia Life 
as a General Agent in 1947, and during that year qualified for 
the Million Dollar Round Table. This year will mark his sixth con- 
secutive year as a member of this distinguished group. A resident 
of Raleigh, Mr. Wardlaw is very active in local and national organizations. He is also the 
author of the current best seller “Top Secrets of Successful Selling—Thought Plus Action.” 


Jack Wardlaw 


This appointment is another example of the opportunity 
available vith the 


HILADELPHIA Lire 
INSURANCE COMPANY .- pniapepnia, pa. 


WILLIAM ELLIOTT, President 
JOSEPH E. BOETTNER, CLU, Vice-President and Superintendent of Agencies 
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expenditures to cut cost? First deter- 
mine the level of greatest efficiency— 
how many expense dollars and man- 
hours can most effectively be thrown 
against potentials lying immediately 
ahead. Then if the pressure for ex- 
pense reduction is so great that cuts 
must still be made, you can compromise 
against the proper balance as you see 
it. Unless you have established the 
ideal first of a balance between man- 
hours and selling expense, you will 
have no point of return. 

VIII. Are you equipped to move 
ahead with changing product and vol- 
ume requirements? Keep your techni- 
cal know-how above the needs of your 
immediate job, permitting you to pick 
new opportunities quickly as they are 
offered and to be able to sell pros- 
pects on your own opportunities for 
them. With changing federal tax laws 
there may be shifts in markets and 
saleable programs, once again demand- 
ing talents probably unused. Be pre- 
pared against the three economic al- 
ternatives of full-scale war, change 
over to peace, or national depression. 
You can easily discover what has hap- 
pened in the past in your field and 
make sure that you as individuals are 
prepared to work under such condi- 
tions. 

IX. Are you and those associated 
with you receiving direction, guidance 


and training from management? You 
individually carry much of the respon- 
sibility for developing your own capa- 
bilities; however, you should not have 
to carry this load without sponsorship 
and help from top management. 

X. Do you and your associates under- 
stand the over-all company organiza- 
tion and offerings? In your daily con- 
tacts, the complete knowledge of all 
functions handled within the home of- 
fice makes the coordination of the 
work far more effective. 

The next 10 questions deal with ele- 
ments of personal life which have con- 
tinual bearing on business perform- 
ance: 

I. Are your personal affairs in such 
condition that you are not distracted 
by them during the working day? This 
question has been used so frequently 
in textbooks and elsewhere that there 
is a tendency to dismiss the whole 
problem lightly, which is a serious 
mistake. 

II. Are you allowing periodic busi- 
ness pressures to upset your personal 
life? Your responsibilities business- 
wise encompass not only the handling 
of your office responsibilities, but also 
keeping your personal affairs in such 
shape that they become a strength in 
your over-all performance. Also, family 
life should be planned to fit in with ab- 
normal periods of extra business ac- 





Because of a promotion, we need a 
general agent in Toledo. 


This is a real opportunity for a 


GENERAL 
AGENCY 
AVAILABLE 
IN 
TOLEDO 





capable field underwriter who has 
both aptitude and desire to enter the 
management end of life insurance, 
or for a successful agency head who 
desires to broaden his field of opera- 
tions. If you are the man we want, 
you will be given all possible assist- 
ance, both managerial and financial. 

Curs is an old and highly repu- 
table billion dollar company which 
you will be proud to represent. 
Every modern sales and training aid, 
together with salary plans, will be 
provided for the recruiting and 
training of new agents. 

Inquiries will be treated in com- 
pete confidence. In reply, please give 
your complete qualifications. 


Write Box R-21, The 
Underwriter, 
175 W. Jackson Blvd., Chicago 4, Il. 


National 








ACTUARIAL ASSISTANT 


An excellent opportunity with a progressive life insurance company 
in Baltimore, for a young man who has completed at least two actuar- 


ial examinations and has had some experience in actuarial work. 
Write stating full details of experience, training and personal data, 
sending photograph if available, and salary expected. All information 
will be held in confidence. Address R-17, The National Underwriters, 
175 West Jackson Boulevard, Chicago 4, Illinois 





tivity. 

III. Are you devoting the same good 
judgment to your personal affairs as 
you do to business? Since it is our 
own estate that is involved at home, 
certainly we can afford to utilize the 
same good judgment we are utilizing 
every day for someone else. 

IV. Do you draw periodic statements 
of your own financial position? We 
face a real danger in going along with- 
out any monthly balance sheet or profit 
and loss statement covering our per- 
sonal activity. If we are looking at a 
business concern and find that they 
keep no adequate accounting record 
that will permit a clear picture of con- 
ditions each month, we are horrified 
and consider that management as in- 
competent. The more complicated our 
lives become, the more important it 
is that we draw up a personal financial 
balance sheet periodically throughout 
the year. This is just another important 
detail in utilizing the same good judg- 
ment at home as you do in the office. 

V. Can you afford to keep your per- 
sonal living standard at the level your 
business position calls for? As we start 
up the business ladder, many of us as- 
sume that our standard of living will 
automatically rise as income increases. 
When we reach a higher income bracket 
we may try to duplicate the social 
pattern of someone who has been in 
this bracket for many years and who 
built up gradually to his present stand- 
ard of living. 


VI. Have you kept your personal 
credit a business credit? When we as 
a consulting firm are appraising in- 
dividuals for client positions, one of 
the first things we do is check their 
personal credit ratings, believing that 
ability to manage their personal lives 
is a real measure of their business 
capabilities. It is difficult for an ex- 
ecutive to believe in the integrity of 
a trusted adviser when he finds that 
this same adviser is in debt to all the 
local tradesmen and has several judg- 
ments against him. On the other hand, 
your own awareness of an excellent 
personal credit history provides you 
with added confidence as you approach 
a prospect. 

VII. Is your civic and social activity 
an asset? Here is an area where we can 
be drawn in up to our necks if we 
lack discrimination in choosing those 
enterprises in which we can really be 
productive. Community recognition is 
especially vital in your business. With 
the variety of civic and charitable ac- 
tivities going on in our town, we merely 
need to pick one or two in which we 
feel that we can make the best con- 
tribution. 

VIII. Does your family work as a 
team in handling personal affairs? 
One of the primary benefits of the 
team system is taking the heat off you 
as president of the family corporation. 
If at the start of the year you as a 
group decide that certain material as- 
sets should be added to the family bal- 
ance sheet during the ensuing 12 
months and you draw a rough picture 
of how this may be achieved, each 
member of the team will be watching 
the progress or lack of progress with 
interest and will have full apprecia- 
tion of final achievement. 

IX. Do you have time to plan ahead? 
Planning is a family management tool, 
as well as the business tool, which can 
translate current trends and needs into 
a well balanced program. Most of us 
find that planning time is the easiest 
to postpone. Doing a good job of plan- 
ning requires a regular allocation of 
the time necessary for it. This fre- 
quently requires deliberate separation 
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of the important from unimportanj 
matters so that time will be left fo, 
plotting our individual objectives ang 
deciding on the channels that wil 
carry us towards these objectives. 

X. Have you realistically balanceg 
your personal objectives in life agains 
the potential in your present position? 
Taking time out for self-appraisal has 
little point unless we have establisheg | 
standards against which we can ap. 
praise our own personal performance, 
We know where we are at the present 
time in business and family life. We 
have looked ahead and know the roaq 
we would like to follow pointing to. 
wards a long-range goal, this goal en. 
compassing not only our personal fy. 
ture but also the spiritual, moral ang 
material well-being of our family, 
Therefore, the primary problem re. 
solves around whether we are now ip 
a position that will permit the re. 
quired growth businesswise to achieve 
all our personal ambitions. It is not 
enough to say that the blind alleys we 
are currently following will undoubted. 





ly open up in the next year or so. Bling 
alleys have a habit of remaining bling ' 
alleys unless one goes back and follows 
another route. Even the open roads 
are not always as long as they look at 
the present time, in which case one 
must compromise personal ambition to _ 
fit actual obtainable ends. 

Of the 20 questions asked, Mr. White 
then listed three major points that de- 
mand reiteration: 

Make sure that you have a full un- 
derstanding of the scope of your pres- 
ent job and how it fits in with your | 
long-range goals; see that your own 
personal house is in order; set flexible | 
personal objectives and map out attain- 
able steps toward those objectives, 
keeping in mind that a certain amount 
of flexibility will always be desirable | 
to fit in with the changing economic | 
and family situations. 


WANT ADS 


i 








Rates $15 per inch per insertion—1 inch mini- | 
mum. Limit. words per inch. Deadline Tues- 
day morning in Chicago office—I75 W. Jack 
son Bivd. Individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 





Ohio - Indiana 


An opportunity exists for an aggressive | | 
man who is qualified to do agency super- | | 
visory work in the states of Ohio and Indi- | | 
ana for a medium size mutual legal reserve 
life company located in the mid-west. If 
you have a record of success in recruiting, 
training and selling and would like an op- 
portunity for advancement, write indicat- 
ing age, marital status, business and edu- 
cational background and salary desired. | | 
All replies confidential. Address P-98, The | | 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 


SINTER NO 








SUPERVISORY POSITION WANTED 
ON WEST COAST ‘ 

TWO YEARS OF HOME OFFICE SUPERVISORY 
EXPERIENCE. FO! GEN- 
ERAL AGENT AND 6 


WRITE R-29, THE NATIONAL 


REQUEST. , 
UNDER. , 115 W. JACKSON BLVD. 








LIFE COMPANY 


Established North Mid-West Corporate Agency 
desires General Agency contract with reputable 
Life Company to underwrite large insurance 
program. Address R-34, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. | | 


BLT. 
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Aid Assn., Lutherans 
Elects Dr. Henning 
as Medical Director 


Dr. Roger E. Henning has been 
named medical director of Aid Asso- 
ciation for Lutherans succeeding Dr. 
L. E. Haentzschel, effective June 15. 

Dr. Henning, who has been practic- 
ing medicine at Neenah, Wis., since 
1948, has been medical director of 
Equitable Reserve of Neenah and will 
continue in that capacity until he as- 
sumes his new duties. 

A graduate of Northwestern Univer- 
sity medical school, Dr. Henning in- 
terned at Henrotin hospital, Chicago, 
and St. Elizabeth hospital, Washing- 
ton, D.C. He received advanced train- 
ing at St. Elizabeth’s and at St. Luke’s 
hospital, Chicago. After naval service 
in the last war, he was a member of the 
University of Wisconsin medical school 
faculty. 








Protected Home Circle 
Shows Good 1952 Gains 


Assets of Protected Home Circle at 
the end of 1952 were $17,930,471, an in- 
crease of $669,771. Unassigned and 
surplus funds amounted to $981,797, a 
gain of $74,773.46. This amount is over 
and above the legal reserve require- 
ments which amount to $16,616,081. 
The net rate of interest earned for 
1952 was 3.14%, as against 3.06%. 

Insurance in force increased by 
$349,248, making the total $73,741,967. 

Payments to policyholders and ben- 
eficiaries were $1,267,434, bringing 
the total of such payments since or- 
ganization to $53,469,637. 





Youth Counselors to Meet 


The Fraternal Youth Counselors 
Assn. will meet at the Congress hotel, 
Chicago, May 6. 





New Fraternal Book 


“Fraternal Life Insurance in Ameri- 
ca” is a name of a new book by Rich- 
ard deR. Kip, assistant professor of in- 
surance at the Wharton School of Uni- 
versity of Pennsylvania. 

The book treats the concept of fra- 
ternal life insurance, and goes on to 
trace its origin and development as 
well as other salient features. Price 
is $2.75 and it is available from the 
university at Philadelphia, 4. 





e Lutheran Mutual Life has appointed 
Henry Rosenthal of Oconomowoc, Wis., 
and Louis J. Schneider of Cicero, IIl., 
to the board. 








Sign 26,000 A. & H. Group 


A group A. & H. contract affecting 
an estimated 26,000 persons has been 
signed at Akron by Firestone local No. 
7, United Rubber Workers (CIO) and 
Ohio Farm Bureau companies. 

Benefits include $10.50 per day for 
hospital board and room and hospital 
extras up to $2.10, as well as maternity 
benefits up to $105; surgical, up to 
$200; $25 for X-ray and laboratory fees, 
and $27 A. & H. weekly benefits for a 
maximum of 26 weeks for any one 
period of illness. 

Representing the company were John 
Canterbury, Akron agent, and Maurice 
Pomfrey, Cleveland group specialist. 
The company has opened a group serv- 
Ice office at Akron to administer the 
program. 


Charge Wrongful Use 


of American, Ala., Funds 


Charging that Mrs. E.B. Montgomery, 
secretary of American Life of Ala- 
bama, wrongfully converted funds be- 
longing to the company, a bill was 
filed at Birmingham for certain stock- 
holders asking the court to impound 
her assets and appoint a receiver for 
them. It is in the form of an amend- 
ment to a suit by Floyd B. Powell, et 
al, vs. American Life. 

The bill states that by reason of her 
relations with the company, Mrs. 
Montgomery “has received large sums 
of money in kickbacks from various 
agents of American”, which, in fact, 
should have been paid over to Ameri- 
can as soon as she received them. 

it also stated that Mrs. Montgomery 
received large sums of money which 
represented a division of compensation 
paid by the company to Basil P. Autrey 
and other agents; and that Autrey col- 
lected large sums and commissions 
“which were divided with Mrs. Mont- 
gomery.” 

The bill averred that in receiving 
the money Mrs. Montgomery became a 
“trustee ex maleficio” for the benefit 
of the company and that the latter was 
entitled to have delivered over to it 
all of the funds she so received when 
they were received. The bill estimates 
the total amount at $500,000. 

Instead of delivering over the sums, 
the bill states that Mrs. Montgomery 
expended part for her personal use 
and the remainder to purchase a large 
number of shares of capital stock of 
American, in her own name. 

According to the bill, Mrs. Montgom- 
ery was indicted in federal court, 
northern district, of Alabama, Feb. 6, 
on charges of evading federal income 
taxes, the total government claim ex- 
ceeding $150,000. 

An original bill filed in Birmingham 
circuit court Nov. 12, 1951, charged 
Mrs. Montgomery and two other com- 
pany’s officers with receiving $1,250,- 
000 “in kickbacks and commissions” 
over a 10-year period. 





Fogg Finances Fuddled 


ST. LOUIS—Ray W. Fogg, former 
Central Standard Life agent, testified 
at a hearing before Circuit Judge Holt 
that he is jobless and broke, doesn’t 
know how much he owes and expressed 
doubts that his indebtedness can ever 
be determined. 

The hearing was being conducted to 
determine whether Fogg has sufficient 
assets to pay a $5,624 judgment ob- 
tained against him. Fogg reportedly 
had borrowed some $200,000 from 50 to 
60 persons during the past two or three 
years. 

Fogg testified that the only record 
he kept of his debts to others was to 
note his borrowings on a desk calen- 
dar, which he later threw away. He 
said he thinks his only assets may be 
money due him for renewal commis- 
sions. 





Swartwood Regional Head 


Mert A. Swartwood has been ap- 
pointed regional manager of the 
Farm Bureau companies for New Jer- 
sey, with headquarters at Trenton. 





Instructors Volunteer 


Eleven instructors have volunteered 
for the Disability Insurance Sales 
Course set for March 5-7 at Butler 
University, Indianapolis. The course 
is sponsored by Indiana Assn. of A. & 
H. Underwriters, and Indianapolis 
Assn. of Life Underwriters. 


ASSOCIATIONS 


Estate Planning Forum 
Weighs Typical Problems 


Three experts in estate planning con- 
ducted a forum at Beaumont, Tex., 
marking the climax of Life Insurance 
week, sponsored by Beaumont Assn. 
of Life Underwriters. The men, all of 
Dallas, were A. R. Jaqua, director of 
the Southern Methodist Institute; Joe 
C. Stephens, Jr., attorney, and Robert 
Ferguson, trust officer, Republic Na- 
tional Bank. 

The forum was geared to assist per- 
sons in avoiding tax hazards’in plan- 
ning their estates. Problems considered 
included taxes, estate shrinkage before 
it reaches beneficiaries, and the pitfalls 
encountered when there is no will. 








Fluegelman at Cincinnati 


David B. Fluegelman of Northwest- 
ern Mutual, president National Assn. 
of Life Underwriters, will speak at 
the March 20 sales congress of Cincin- 
nati Assn. of Life Underwriters. R. D. 
Flowers, assistant district manager for 
John Hancock Mutual, Canton, and C. 
S. Oshner of John Hancock, Columbus, 
are also on the program. W. W. Wray, 
general agent for John Hancock, will 
be chairman. 





Urges Vision, Imagination 


_More vision and imagination among 
life insurance men was urged in an ad- 
dress by William D. Daniels, assistant 
director of training for California- 
Western States Life, to San Francisco 
Life Underwriters Assn. 

Lack of these essentials, he said, 
often puts life insurance on the bottom 
of the average person’s shopping list, 
and at the same time hobbles the agent 
in setting definite goals for himself in 
his field. 

Mr. Daniels exhibited a “money cal- 
endar” used by his company’s agents 
in which the producer sets down in 
red ink the amount he estimates he 
needs for normal requirements, for 
savings and to improve his standard. 
If he shows an excess over that figure 
at the end of the month he is “in the 
black”, 





Berlin, N. H.—E. Sheldon Harris, Littleton, 
has been elected president of the White Moun- 
tain association. Dudley Twombley was chosen 
vice-president; Joseph Josephs, secretary, and 
B. Jacobs, national committeeman. Except for 
the president, all are Berlin residents. 


Lansing, Mich.—Life agents should sell the 
prospect on himself and not merely ‘“‘sell the 
Policy,” Norman A. Herberts, Pacific Mutual 
Life, Detroit, stated in a talk. He added the 
agent should not try to “convert’’ a prospect, 
but should try to sell the man on himself and 
show him how he can fulfill his obligation to 
the family. Mr. Herberts gave a similar ad- 
dress before the Jackson association which is 
planning special recognition in March of its 
30th anniversary. 


Newark—Salvatore Scrudato, manager at 
Jersey City for Metropolitan Life, addressed 
the Northern New Jersey Assn. on “Business 
Insurance for Small Business.” His theme 
was that sale of a business for a fraction of 
its value is the fate of a one-man business 
if the owner dies, unless insurance plans are 
made. 


Nashville, Tenn.—Elsie Doyle, Union Cen- 
tral Life, Cincinnati, addressed the monthly 
meeting. 


Michigan City, Ind.—A panel discussion of 
“Why the General Public Should Own Ac- 
cident & Sickness Insurance’ was presented 
before the La Porte County association. 


Springfield, Ul.—Francis J. O’Brien, vice- 
president and director of sales promotion for 
Franklin Life, talked on ‘‘What Goes On Inside 
a Man’s Head,” at a luncheon meeting. 


Rochester, N. ¥.—John O. Todd, Northwest- 
ern Mutual Life, Chicago, conducted a sales 
clinic on “Taxes, Inflation and Life Insurance.” 


San Francisco—The program for the March 
19 meeting will be presented by the Northern 
California Sales Caravan conducted by the 


California State Assn. David B. Fluegelman, 
president National association, will be main 
speaker at the April 25 meeting of the local 
association, at which officers will be elected. 
Members are being encouraged to attend 
the annual sales forum sponsored by the Oak- 
land-East Bay Assn. 


Charleston, W. Va.—Jack E. Rawles, direc- 
tor of training of Lincoln National Life, spoke 
on “Increasing Your Market Through Key 
Man Insurance”. 


Richmond, Va.—Ralph G. Engelsman, former 
Penn Mutual Life general agent at New York 
City, will conduct a clinic March 6. Luncheon 
speaker will be Grant Hill, vice-president of 
Northwestern Mutual Life. 


Great Bend, Kan.—Dr. M. C. Cunningham, 
president Fort Hays College, addressed the 
Central Kansas association on “Are You Con- 
fused?"’ as the association marked ‘Ladies’ 
Day.” The association was credited with be- 
ing the first in Kansas to report new mem- 
bership equal to that of June, 1952. 


Richmond—J. Sadler Hayes of Penn Mutual, 
New York City, spoke at the February meeting. 


Washington—N. Earl Pinney, Mutual Benefit 
Life, president Detroit association, is scheduled 
to speak at the March 12 luncheon meeting of 
the District of Columbia association. 


Scranton—The association adopted rew by- 
laws and heard a talk by J. L. Stoodley, man- 
ager of the Retail Credit Co. 


St. Louis—Mitchell M. Rosser, Phoenix Mu- 
tual Life, Boston, spoke on ‘“‘Let’s Get Back 
to Selling”’. 


Dodge City, Kan.—The Southwest Kansas 
Assn. heard M. R. Young, president, First Na- 
tional Bank speak on “Trust Services Offered 
Through Banks.” 


Philadelphia—Vernon L. Phillips, manager, 
Occidental of California, has been awarded 
the association’s president’s trophy. 


Buffalo—Richard H. Berry, manager here 
for Metropolitan Life, spoke on ‘Business In- 
surance Bugaboo and Facts’. He stressed the 
existence of the relatively untapped “market” 
for life insurance among successful business 
men who own the nation’s 3% million busi- 
nesses. 








Suggest “Lights” to 
Dispel Training “Fog” 


CINCINNATI—High agent turnover 
is not due to faulty selection or com- 
pensation methods, B. F. Hadley, vice- 
president and superintendent of agen- 
cies of Columbus Mutual Life, told Cin- 
cinnati Associated Life General Agents 
& Managers. Pointing out that life in- 
surance ~urchases have not kept pace 
with the growth in personal savings 
and national income, he suggested that 
the problem may be caused by the 
“fog” in training. To dispel this “fog”, 
Mr. Hadley stated that he would hang 
a few “lights” along the road of train- 
ing. 

First he would definitize the place, 
function and objectives of training, 
setting forth what training is to do as 
distinguished from education. Then he 
would select one specific method for 
every job the agent has to do, following 
by building a tool for every job. The 
better the tool, the easier the train- 
ing job becomes, and the fewer the 
tools, the easier the training. ; 

Paul Johnson, Fidelity Mutual, presi- 
dent, stated the group plans to sponsor 
a managers’ school Monday afternoons, 
with A. P. Barringer, Prudential, in 
charge. 





Boosts Qualification Law 


ST. LOUIS—Some 25 states now re- 
quire definite qualifications of life 
agents and brokers before licensing 
them but it takes only $2 to get that 
privilege in Missouri, William King, 
Fidelity Mutual Life, president of Mis- 
souri Assn. of Life Underwriters, de- 
clared at a dinner meeting sponsored 
by Life General Agents & Managers 
Assn. of St. Louis and attended by 
some 30 members of the Missouri 
legislature. 

Mr. King urged enactment of a 
pending bill which provides for ex- 
amination of licensed applicants. 





20 


FieNATIONAL UNDERWRITER 


February 27, 1953 


—— 








late news flashes 





Hills, Maxwell Form Aeina Partnership in Texas 


A partnership has been formed between Rayford B. Hills, general agent 
for Aetna Life at Dallas and Fort Worth, and his assistant general agent, 
Robert W. Maxwell. The agency will be known as Hills & Maxwell. Mr. Hills, 
who has been general agent since 1944, will continue in charge of the Dallas 
office, while Mr. Maxwell will head the Fort Worth office. Mr. Maxwell 
joined Aetna in 1936 as a group representative at Dailas. 


OK’s Hobart, Oates Appeal; Other News Notes 


The Solicitor General of the U. S. has authorized prosecution of the gov- 
ernment’s appeal from the tax court’s decision in the Hobart & Oates case. 
The proceedings will be held at Chicago. 


e Instead of taking “prompt” action on social security legislation, as sug- 
gested by President Eisenhower in his message to Congress, the House ways 
and means committee set up a subcommittee to consider social security matters. 
Specificially, nothing has been referred to the subcommittee as yet. However, 
the move indicated delay by the committee in handling social security legisla- 
tion. 


e The idea back of servicemen’s indemnity, that it would be a substitute for 
National Service Life, would be negated under a bill by Rep. Smith, Miss- 
issippi. It would authorize payment of U. S. Government Life or NSLI in 
addition to the $10,000 indemnity. 


e A request for a ruling by the commissioner of internal revenue on the 
tax-exempt status of trusteed employe profit sharing plans for the eventual 
retirement of employes, providing for investment by the trustee of less 
than half the profits allocated by the employers inconvertible ordinary life 
policies and for investment of the balance of allocated profits in securities, 
has been presented to the internal revenue bureau by American Life Con- 
vention and Life Insurance Assn. 

Doubts as to the tax exempt status of some profit sharing plans providing 
for investment in ordinary life policies have arisen from differing interpre- 
tations of the bureau. The revenue code presently recognizes that life income 
contracts are valid investments for such plans. 


e A recommendation that capital stock of United L.&A. be increased from 
$800,000 to $1 million will be considered at the annual meeting at Dallas 


March 10. 


e Security Mutual Life of Binghamton has appointed Milton A. Schiff general 
agent at New York City, and Louis B. Kaplan manager at Albany, N. Y. Mr. 
Schiff for 15 years was New York City general agent for Paul Revere Life 
and before that was with Travelers. Mr. Kaplan also has been with Paul 
Revere, and prior to that was manager of the A.&H. department of Lincoln 
National and was with Mutual Benefit H.&A. 


e Harold M. Covert, Jr., of the Philadelphia agency of Mutual Benefit Life 
has been elected president of the company’s National Associates, a group 
consisting of the top 25 representatives plus any general agents who qualify 
on the basis of their personal production. M. M. Matson, Cleveland is vice- 
president and treasurer and immediate past president, A. J. Lewallen, gen- 
eral agent at Miami, is the third member of the executive committee. 


e Mutual Trust Life has appointed Juhn A. Dotson manager at Oakland, Cal., 
and has established a new agency at Stockton, Cal., with Albert E. Culhane 
as manager. Mr. Dotson has been assistant general agent for American Na- 
tional and Mr. Culhane formerly was a Northwestern Mutual Life agent. 


e G. F. Sterns, assistant superintendent of agencies for Guarantee Mutual 
Life, has resigned. He had been at the home office for two years and before 
that was general agent at Des Moines for Kansas City Life and Berkshire Life. 


e The Indiana A.&H. bill establishing the uniform provisions and setting up 
definitions and regulations for group and franchise has been signed by the 
governor. The companion group life bill is now eligible for a third reading 
in the senate, having passed the house. This bill contains the limit of $20,000 
group on an individual life or 142 times annual income up to $40,000. Bills 
to make A.&H. non-cancellable in Indiana, and to institute a California-type 
compulsory disability law, are still in committee and given little chance of 
passing. 








Wyo. Bills Await Signature 


Several bills affecting life insurance 
were passed by the now adjourned Wy- 
oming legislature and await signature 
of the governor. 

Those passed include a bill setting 
up the new uniform A. & H. provisions 
law; one outlawing the sale of tontine 
type life insurance policies; one estab- 
lishing minimum capital of $200,000 
plus $100,000 surplus for all out of 
state stock fire, casualty and life com- 
panies. The surplus requirement for 
all such mutual companies is $200,000 
and for reciprocals $300,000. 

One of the measures which failed to 
pass had to do with agents’ qualifica- 
tion, and another provided for an ap- 
propriation of $8,000 to revise the Wyo- 
ming insurance code. 


Chicago Pension Parley 


A conference for 50 leading pension 
specialists was co-sponsored at Chicago 
by the J. J. Miller agency of Life of 
Virginia and Charles E. Spencer & 
Associates, pension publicity firm. 

Attending from the Life of Virginia 
home office to explain its pension cov- 
erages were Willis Milner, Jr., agency 
vice-president; John W. Murphy, as- 
sistant agency vice-president, and 
Frank Stringfellow, assistant secretary 
and head of the pension department. 





New Old American Head 


Joseph J. Mc Gee, senior member 
of the Kansas City local agency of 


Thomas Mc Gee & Sons, has been 


elected president of Old American of 
Kansas City. Mr. Mc Gee, formerly 
treasurer of Old American, succeeds 
his father, Thomas Mc Gee, who will 
continue to serve as a director. 
Robert W. Miller, who has been di- 
rector of special services at Old Amer- 
ican for five years, was elected vice- 
president. The office of treasurer was 
combined with that of secretary. Louis 
Mc Gee, former secretary, was 
named secretary-treasurer. 





Reed-Keogh Discussion Is 
A.M.A., A.B.A., Chicago Fare 


A group of members of American 
and Chicago Bar associations were 
guests at a luncheon given Monday by 
American Medical Assn. at the Edge- 
water Beach hotel, Chicago. Conversa- 
tional fare consisted of an informal dis- 
cussion of the revised Reed-Keogh 
bills. 

The A.B.A.’s guiding body, the house 
of delegates, was in session at the hotel 
and a report was given the A.M.A. 
group on the legal association’s action 
that morning as to the self-employed 
pension bills. A resolution was made, 
in view of the new Congress being in 
session, that the A.B.A. again go on 
record as being in favor of the bill. 
Every effort will be made to contact 
members of Congress to impress upon 
them the desirability of the plan, as 
well as to publicize more widely the 
importance of the measure to local bar 
associations throughout the country. 

Dr. Frank G. Dickinson led the 
luncheon discussion for the A.M.A. and 
indicated that the association felt 
much the same way as the A.B.A. on 
method for pushing the bills to suc- 
cessful passage. He said that life in- 
surance opposition is of effect only 
with the advisory committee of the 
House ways and means committee. 


Bill Adopts Asessment Idea 

A bill introduced in the Indiana 
senate would authorize employers to 
establish a trust fund out of which the 
trustee could pay up to $1,000 in death 
benefits or pensions to dependents of 
deceased employes. 

There is no indication that the plan 
would be under insurance department 
supervision. Apparently such a fund 
would be simply an adaptation of the 
assessment insurance idea but with 
the employers paying the assessments 
instead of the employe. 


Correct N.Y. Assn. Hotel Site 

The annual sales congress of New 
York City Life Underwriters Assn. 
will be held at the Hotel Astor, not the 
Hotel Statler as stated in the Feb. 20 
issue. 











HERSCHEL E. DAVIS, 53, assistant 
secretary of State Life of Indianapolis, 
died in his home there. He had been 
with the company for 25 years. 


EDWIN R. SEESE, 57, regional 
group manager for Metropolitan at 
Chicago since 1928, died following a 
stroke while vacationing at Daytona 
Beach, Fla. 





ISHAM M. SHEFFIELD, Sr., co- 
founder and a vice-president of Life 
of Georgia, died at an Atlantic hospi- 
tal at the age of 82 after a long illness. 
He was the first secretary of the com- 
pany and pioneered expansion of the 
agency force in the 1890’s after start- 
ing the company with the late J. N. 
McEachern, Sr. Survivors include two 
sons, I. M. Sheffield, Jr., Life of Geor- 
gia chairman, and George O. Sheffield, 
secretary. 


GORDON C. FERGUSON, 57, for 12 
years general agent of Security Mutual 
Life of New York, died at Bingham- 
ton, N.Y., after a long illness. Mr. Fer- 
guson was district manager of Equit- 
able for 20 years. 








Hold Giant Chicago 
Fete for Lustgarten 


“They knew he was coming, so they 
baked a cake”: For Samuel Lustgarten, 
Equitable Society 
Chicago agency 
manager, that is, 
The occasion was 
in celebration of 
Mr. Lustgarten’s 
65th birthday, 
Present in addi- 
tion to the agency 
force were all Chi- 
cago managers for 
the company; Lee 
Wandling, Mil- 
waukee; Mervyn 
Davis, executive 
vice-president; Alvin B. Dalager, agen- 
cy vice-president; Samuel A Burgess, 
vice-president; and officers and mem- 
bers of Chicago General Agents & 
Managers Assn. 

Mr. Lustgarten, who is retiring 
shortly, went with the company in 
1917. He was appointed assistant man- 
ager of the Girault agency in 1922, be- 
coming manager in 1929. He is re- 
sponsible for the guidance and inspira- 
tion of several million dollar produc- 
ers. Outstanding examples are his all- 
time stars, the late Lou Behr, Harry 
Steiner, the late Isadore Stein, John 
Morrell, Ray Anthony, Fred Epley, 
Ben Morris, Emanuel Abrams, and 
many others whose production through 
the helpful cooperataion of Mr. Lust- 
garten was raised considerably. 

His agency has always held the lead 
for the company in Chicago and na- 
tionally has placed 1-2-3 for the past 
10 years. 

Mr. Lustgarten is a violinist of note 
and often plays in string trios with 
many of today’s leading artists. While 
in Berlin before the first world war, 
he played the violin in the Berlin 
Philharmonic. 





Samuel Lustgarten 





Oppose Offer to Buy 
New World Life Stock 


(CONTINUED FROM PAGE 1) 

tion nor approbation by the company’s 
officers. They say that they do not 
know whether the present offer is the 
highest figure which his purchaser is 
willing to pay for the stock but that it 
is not the highest offer that has been 
made to Mr. Cadigan, conditioned on 
his ability to deliver control of the 
company. 

Also enclosed was a copy of a letter 
sent to stockholders last March, signed 
by Cadigan as well as most of the 
signers of this letter, declaring that the 
company was not for sale and that any 
offer for it would be rejected. 

A very bitter fight apparently is in- 
evitable, with strong probabilities that 
it eventually will get into court, al- 
though apparently no action along that 
line has been taken so far. 

Another major factor in the situation 
is the attitude of Commissioner Sulli- 
van of Washington, who has strongly 
opposed previous proposals which 
would take the control of the company 
outside of that state. 





Postal Life Names Epstein 


Postal Life has named Louis Ep- 
stein district manager at Queens, and 


Bernard J. Perlman brokerage mana- 


ger for the DeMian general agency 
which is situated in new quarters at 
44 Court street, Brooklyn. 

Mr. Epstein was formerly with Aet- 
na Life. He entered the business with 
Mutual Life in 1932. 
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48th 


ANNUAL STATEMENT 


of 


The Lincoln 
National Lite 


Insurance Company 


FORT WAYNE 1, INDIANA 


BALANCE SHEET AS OF THE BEGINNING OF JAN. 1, 1953 AFTER THE MERGER OF THE BUSINESS OF THE 
RELIANCE LIFE INSURANCE COMPANY OF PITTSBURGH 
FROM THE REPORT FILED WITH THE INDIANA INSURANCE DEPARTMENT 


RESOURCES 
Cash in Bank and Office.......................--8 16,463,270.23 
ee ee era er 497 202,123.60 
IN IN a ooo 65k 5 kbc aces aus enn gedeerees 278,175,838.01 
Loans to Policyholders..............--+00ee00e0- 44,376,203.11 
Balance Due on Properties Sold under Contract... . 1,010,500.34 
Real Estate Held as Investment.................. 16,532,992.65 
Home Office Property.............000e eee eeees 1,532,861.97 
Interest Due and Accrued..............000000005 5,300,755.31 
Net Premiums in Course of Collection............ 19,771,525.12 
All Other Resources.............0 cece eee eeeeee 3,234,075.49 





TOTAL RESOURCES ............$883,600,145.83 


LIABILITIES 





Policy Reserves ........... cece ceeeee ee ceeees $703,233,487.09 
Additional Policyholders’ Funds................. 20,372,255.70 
Prepaid Premiums and Interest.............---- 13,373,264.39 
Opie IRGROREG oo fas oo: ais seainld os Oo dio wis tacmieietare 7,649,122.05 
Reserve for Taxes Payable in 1953............... 5,288,277.20 
Miscellaneous Contingency Reserves............-- 67,106,220.32 
Alb Clicow Tdabibities... . 0. onc cece ccccsccccccces 4,594,090.20 
TOTAL LIABILITIES (except capital).......... $821,616,716.95 
ee rere Teer e ee $10,000,000.00 

Unassigned Surplus ..............-- 51,983,428.88 

SURPLUS TO PROTECT POLICYHOLDERS.... 61,983,428.88 





TOTAL .......--2eeeee0e04+ 6 $883,600,145.83 


PROGRESS HIGHLIGHTS 


Insurance in Force on January 1, 1953, after the merger of the business of the Reliance 
Life Insurance Company of Pittsburgh, totalled $5,760,049,859. 

Admitted assets as of January 1, 1953, were $883,600,145.83. 

The surplus to protect policyholders on January 1, 1953, was $61,983,428.88. 





Note: This balance sheet is applicable in all states except New Jersey, Colorado, and Massachusetts. 


In these three states, by reason of certain statutory requirements, it is subject to slight variation. 

















Te ee) 


Call Kea 


is A A. a leader in the non- 

cancellable disability field, 

a A T : 0 ‘a A L : The Paul Revere Life Insur- 
ance Company is one of the 

: ~ largest and most experienced 

_ writers. The tremendous new 

L E | E 7 interest in this type of in- 

| § come replacement has fo- 

cused the attention of 

progressive underwriters on 


our formidable position in a 
specialized field. 


Paul Revere representatives 
are active in the 48 states, 
the District of Columbia, 
Hawaii and Canada. .. in- 
cluding some 64 general 
agents who were promoted 
to their present responsibil- 
ity from the Company’s sales 


ranks. 


No one realizes more than 
they—the men and women 
of our field force—that the 
real test of the value of acci- 
dent and sickness protection 
comes at claim time. The 
right kind of claim service 
is all-important . . . to the 
policyholder . . . to those 
who stake their reputation in 


selling the case. 


We invite comparisons of 
benefits ... of premiums . . . 
of service. But we especially 
welcome your attention to 
the manner in which we 
treat the policyholder. For 
it is our deep conviction that 
therein lies the basis of last- “== 7 


ba 


™ ee individual sales success. 


“ 


THE PAUL REVERE LIFE INSURANCE COMPANY. ; See 


een Sopra Pr es Daa SICKNESS e vaene e GROUP 


, <2 \ * 





